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By ROBERT B. MITCHELL 


NEW YORK—The New York de- 
partment is pushing to complete with- 
in the next six weeks the measures 
by which it will seek to curb abuses 
in connection with the sale of mini- 
um deposit insurance. 

The department has not yet decided 
bn what approach to take to meet the 
romplaints that have arisen in con- 
nection with financed life insurance 
and consequently can’t say at this 
point whether legislation will be 
sought at the session just getting 
under way, or whether regulations 


issued under the present law will 
suffice. 
The department decided against 


asking producers’ organizations to form 
bn advisory committee corresponding 
to the company committee. 

This information was disclosed by 
Superintendent Wikler at a_ press 
ronference following the department’s 
meeting Monday with a representative 
oup of field men. 


aps Steps To Solution 


Mr. Wikler, who with the help of 
Assistant Superintendent Julius Sack- 
man conducted the press conference, 
said the plan is to confer next week 
with the company committee, headed 
by Valentine Howell, executive vice- 
president of Prudential, which was 
formed at the department’s request to 
advise on possible remedial steps in 


Sue For $420,000 
Charging Bank Loan 
Plan Misrepresented 


» Suit asking $419,020 has been brought 
4n superior court in Siskiyou county, 
(al., against New York Life, Manufac- 
Murers Life of Canada, Dominion Life 
‘of Canada, and five John Does, mostly 
agents, charging false representation of 
bank loan plan of life insurnce. 
omplainants are Albert H. and Gen- 
evieve Newton of Yreka, Cal. The 
ewtons say they followed the advice 
of their life agents to buy an “inte- 
grated program of bank loan insur- 
ance” which they would not have 
‘purchased “had they known the facts 
+ .. which defendants failed to disclose 
o them.” 
The Newtons claim general damages 
dor losses incurred of $199,510; mental 
anguish and distress damages of 
520,000, and ask punitive damages of 
$199,510. 
Details of the suit will be reported 
ext week. 


































American Founders Life of Denver 
as filed a statement with SEC seeking 
registration of 188,689 shares of com- 
mon stock, issuable upon payment of 
balances due on prior subscription 
agreements. 












connection with minimum deposit 
abuses. After the department has 
received the committee’s suggestions 
and discussed them with the commit- 
tee, the department will reduce its 
ideas to writing and distribute them 
to the entire industry. Various alter- 
native suggestions may be incorpor- 
ated, said Mr. Wikler. 

Then there will be an open hearing 
at which all interested persons will 
be given a chance to comment on the 
suggested approaches and offer other 
suggestions. After getting all the pros 
and cons at the hearing, the depart- 
ment will explore the problem further 
and get up a set of regulations, and, if 
necessary, will draft legislation if the 
proposed remedies can’t be implement- 
ed under the present law. 

Mr. Wikler said that “it is quite 
apparent that there are abuses in this 
field.”” He said he appreciated the field 


N.Y. Sets Six-Week Deadline For 
Completing Minimum Deposit Curbs 


men who attended the conference and 
added, “you will readily appreciate 
that the fellows who appeared here 
were those who wore halos,’ whose 
familiarity with abuses came not from 
having practiced them but from being 
the victims of them through losing 
twisted cases. 

It was evident that the department 
sees as the main abuse in selling a 
failure to tell the prospect all that he 
ought to know if he is to make a truly 
informed decision, particularly where 
a replacement is contemplated. One 
point is failure to let the buyer know 
how greatly the cost jumps after about 
the 20th year, whereas with the 
usual participating policy the normal 
increase in dividends serves to keep 
pushing the cost down each year. 

Another point, said Mr. Sackman, is 
that the agent doesn’t usually get 

(CONTINUED ON PAGE 21) 





Investigation Reveals Serious Abuses 
Of Examinations, Humphreys Declares 


An increasing number of abuses 
have been reported in connection with 
examination procedures, the examina- 
tions committee reported to National 
Assn. of Insurance Commissioners at 
New Orleans. The committee, headed 
by Humphreys of Massachusetts, 
agreed that most of the abuses can be 
traced to a relaxation in strict ad- 
herence to the examination manual 
provisions. 

The committee voted to “forcefully 
suggest that all commissioners and 
their examination personnel be ex- 
horted to review and_ consistently 
apply to the fullest extent” every 
provision of the manual. Accompany- 
ing the “notice to all commissioners” 
is a copy of a proposed model bill 
which Humphreys regards as_ the 
minimum legislation needed to correct 
examination abuses. The bill was 
referred to the examinations subcom- 
mittee. 

Among abuses listed in the notice 
to commissioners, which the committee 
charges are spreading are: 

1. Failure of examiners to attend to 
duties during company office hours. 

2. Making unreasonable demands on 
companies for special considerations 
such as utilization of lunchroom or 
special transportation facilities. 

3. Fraternizing with company offi- 
cials and employes and acceptance of 
entertainment. 

The proposed model bill provides 
that “no: domestic company shall pay 
any salary, compensation or emolu- 
ment to any representative or employe 
of the department of insurance or 
similar department of any state or 
government other than this common- 
wealth, unless and until such proposed 
payment has been priorily approved 
by the commissioner.” 


Humphreys read a statement in 


which he reported the results of his 
own investigation into examination 
abuses in Massachusetts. His state- 
ment contains strong language—“par- 
asites, arrogant, loafing, exorbitant 
fees, abuse of company officers, and 
shennanigans.”’ 

Recalling that he had asked com- 
missioners and the industry to report 
abuses to him, he said that his sugges- 
tions were met with silence. “Both 
commissioners and companies know 
that these abuses occur,” he declared. 
“Yet because of the possibility of 

(CONTINUED ON PAGE 15) 


Public Still Likes 
Fixed-Dollar Form 
Of Savings: Slichter 


Forms Other Than Life 
Insurance Gain Popularity, 
Nw Mutual Agents Told 


The public, despite inflationary 
pressures, is not abandoning fixed- 
dollar forms of property. Even so, life 
insurance seems to be hard pressed at 
holding its own with other fixed-dollar 
competitors, according to Donald C. 
Slichter, president of Northwestern 
Mutual Life, who addressed the com- 


pany’s agents this week at their 
eastern seaboard meeting in New 
York. 

Mr. Slichter said that people are 


currently saving at a rate of more 
than $22% billion a year, a gain of 
$4 billion over last year, and the vast 
majority of this is in fixed-dollar 
forms of property. He added, however, 





Why Northwestern Mutual, after 
taking “a long, hard look at this at 
ieast temporarily expanding field,” de- 
cided not to issue the high early cash 
value policies used in the minimum de- 
posit plan of selling was explained by 
Vice-president Robert E. Dineen at the 
company’s eastern regional meeting. 
His talk will be reported in detail in 
next week’s issue. 





that they are saving in other fixed- 
dollar forms of property without seem- 
ing to have heard the life insurance 
story fully. 

“The fact is, according to these 
figures, that our competitors who 
advertise fixed dollars are doing very 
well. In the stepped-up competitor 
selling of other investment media, I 

(CONTINUED ON PAGE 19) 













“Spring In Central Park,” (above), a water color by Adolph Dehn, is one of 
six paintings selected by the directors and personnel of leading museums in the 
United States to appear on the 1959 calendar of Provident Mutual Life. The orig- 
inal painting hangs in the Metropolitan Museum of Art in New York. Works by 
George Gardner Symons, George Caleb Bingham, Washington Allston, Winslow 
Homer and John Toole were also selected. 
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Survey Sheds Light On How Public 
Looks Upon Agents And Companies 


“The Public Looks at Life Insur- 
ance,” a report on the latest in a 
series of LIAMA pilot projects de- 
signed to test the relative importance 
of the various factors that presumably 
influence the purchase of life insur- 
ance, shows that the public image of 
life agents is generally favorable, 
with more than three out of four re- 
spondents regarding the agent as 
friendly, aggressive, ambitious, busi- 
nesslike, talkative and well-trained. 

The survey on life insurance at- 
titudes and experiences was based on 
interviews with 507 adult male house- 
hold heads in Cleveland, Pittsburgh 
and Philadelphia. A deliberate effort 
was made to obtain a disproportion- 
ately large number of upper-income 
respondents and to “under-sample” 
the lower income groups. 

Compared with other sales occupa- 
tions, life insurance agents were seen 
as the group least motivated by self- 
interest. On the other hand, as many 
of the household heads said that the 


agents are just out to sell insurance 
as said that the agents base their 
sales on a family’s insurance needs. 

Only a quarter said that an agent 
had ever performed a service in con- 
nection with their life insurance. 
Fifty-one percent were able to list 
examples of things agents had done 
that were annoying and 60% could 
give examples of things agents had 
done well or which made them feel 
like buying. High pressure or persist- 
ent sales techniques were the major 
source of annoyance, with satisfaction 
stemming from programing, evalua- 
tion of insurance and insurance needs, 
and other service aspects. 


Scope Of Uses Unappreciated 


While the concept of life insurance 
as protection for the family appears to 
be universally accepted, widespread 
recognition of the variety of needs 
that life insurance can fill was found 
to be lacking. There was also evidence 
suggesting that people tend to over- 


rate the adequacy of their coverage 
because they are underestimating the 
life insurance holdings of others they 
consider their peers. 

Aversion to discussing one’s own 
death doesn’t appear to be so much of 
a deterrent to the sale of life insur- 
ance as has previously been thought, 
the survey results indicated. It does 
not seem to be a major obstacle to a 
sale. 

The household heads interveiwed 
were almost evenly divided between 
those believing that agents sell life 
insurance only and those who thought 
that they sell other lines as well. The 
desirability of selling other lines was 
strongly related to what the re- 
spondent thought agents ordinarily do. 
“One-stop service” is apparently not 
strongly demanded, according to the 
report. 

Eighty-nine percent of those inter- 
viewed said it was more important 
to choose a company carefully than 

(CONTINUED ON PAGE 8) 





James J]. O'Leary 
Elected President 
Of Finance Assn. 


James J. O’Leary, director of eco- 
nomic research of Life Insurance Assn. 
of America, was 
elected president 
of American Fi- 
nance Assn. at the 
annual meeting in 
Chicago. American 
Assn. is one of the 
two major profes- 
sional societies of 
economists in the 
United States, the 
other being Amer- 
ican Economic 
Assn. 

James J. O'Leary The finance as- 
sociation has more than 1,500 individ- 
ual members who are either professors 
in universities or are financial econo- 
mists, bankers, corporate treasurers, fi- 
ancing analysts or others interested in 
financial problems More than 300 busi- 
ness concerns are represented in the 
membership. The association is active 
in many areas of finance, including 
business finance, consumer finance, in- 
surance, international finance, invest- 
ments, money and banking, public fi- 
ance and real estate finance. Its quar- 
terly magazine is the Journal of Fi- 
nance. 

In addition to being economist for 
LIA, Mr. O’Leary administers the in- 
vestment research program of the life 
insurance business. This is a broad 
program of research on the capital 
markets conducted by university and 
private research organizations as well 
a_ the LIA staff. 





J. Russell Coieman of the Portland 
Ore., office of Business Men’s Assur- 
ance established a new company re- 
cord as the first BMA salesman ever 
to write more than $1 million of life 
insurance in one month. His Novem- 
ber total of $1,019,500 led all salesmen. 


New Commissioner 
Is Appointed To 
Succeed Northington 


Outgoing Gov. Clements of Tennes- 
see has named a Nashville real estate 
man, Leon Gilbert, to fill the unex- 
pired term of Commissioner Northing- 
ton. Mr. Northington, who was presi- 
dent of National Assn. of Insurance 
Commissioners, resigned after first 
approving increases in automobile 
liability and PHD rates, then suspend- 
ing approval and calling a hearing. 

Mr. Gilbert, who is an attorney, 
though not a practicing one, presided 
at the hearing. He is said to hold an 
insurance agent’s license. 

Shenandoah Life Managers Meet 

Twenty-five Shenandoah Life man- 
agers attended the annual meeting at 


the home office. G. Frank Clement, 
vice-president in charge of agencies, 
directed the three-day meeting. Blake 
T. Newton Jr., president, reported on 
the results of 1958 operations and com- 
plimented managers on their helping 
to attain production goals during ihe 
first year of a five-year program of 
growth and development which Shen- 
andoah adopted in 1958. 


Stone Siemnal Fla. 


Managing Director 

LAKELAND, FLA. — Stanley L. 
Stone, has resigned as_ associate 
editor of Life Association News to be- 
come managing director of the 4,700 
member Florida Assn. of Life Under- 
writers, at the newly established head- 
quarters here. Mr. Stone was with 
Records, and Shaw Publications of 
New York before going to NALU head- 
quarters in 1955. 





ay 





A group of Russian social security officials and U.S. insurance executives 
confer at Institute of Life Insurance where the Soviet delegates are being given 
the story of the role of life and health coverage in the U.S. security program. 
From left are Ray M. Peterson, vice-president and associate actuary of Equit- 
able Society; Bruce Shepherd executive vice-president of Life Insurance Assn. 
of America; Arthur C. Daniels, institute vice-president; Holgar J. Johnson, 
institute president; John H. Miller, vice-president and senior actuary of Mon- 
arch Life; Konstantin Dolgov, deputy minister of social security for the Soviet 
Union; Robert J. Myers, chief actuary of the U.S. Social Security Administra- 
tion; Mrs. Vasilya Sadykova, minister of social security of the Republic of 
Uzbek, and Ivan Dolgushev, chief of the Sverklovsk Oblast social security sec- 
tion. Facing the group is the interpreter, Thomas W. Ireland of the U.S. State 


Department. 
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Paul Hammel, NAIC 
V-P, Is Stricken 
By Heart Attack 


Paul A. Hammel, Nevada commis- 
sioner, was stricken with a_ heart 
attack Christmas morning and is in 
the hospital in Washoe Medical Cen- 
ter, Reno. His condition was at first 
described as critical, but at the begin- 
ning of this week it was announced 
that he is making a good recovery. 

Only the week before Mr. Hammel 
was stricken, Arch E. Northington 
announced his resignation as Tennes- 
see commissioner in a political dispute 
over automobile insurance rates. Mr. 
Northington was president of the 
National Assn. of Insurance Commis- 
sioners, and Mr. Hammel is vice-presi- 
dent. 


Does Not Move Up Automatically 


Under NAIC rules, the vice-presi- 
dent does not move up automatically 
when there is a vacancy. The president 
must be elected by the executive 
committee, and it is understood that 
the executive committee, of which 
Sam Beery of Colorado is chairman; 
is taking no action at this time in 
order to determine the extent oi 
recovery of Mr. Hammel and whether 
he will have to announce any dimin 
ution of his work load. 































Rockefeller ‘Urges 
More Health Coverage 


Gov. Rockefeller of New York in 
his message to the 1959 legislatur 
urged further strengthening and im- 
provement of health coverage under 
private insurance plans. He said he 
would request a study to determine 
the practicality of extending the dis- 
ability benefits law to include major 
medical coverage, adding that his ad- 
ministration would encourage th 
writing of this coverage and other type 
of health insurance by private com- 
panies and non-profit prepaymen 
plans. He also said that he would late 
propose legislation in the area of dis- 
ability benefits for workers in single 
employe kusinesses. 


Ernest Woods President 0 


Guaranty Savings Life 


Ernest H. Woods of Birmingham 
who recently purchased working con- 
trol of Guaranty Savings Life 0 
Montgomery from Lee Roy Ussery fo 
$1 million, has been elected president 
succeeding Mr. Ussery. In addition 
Robert E. Igleheart, executive vic 
president, has been named _ genera 
manager. : 

Mr. Ussery, who founded Guaranty 
Savings in 1948, is also president o 
Mid-South Life and will remain it 
that capacity. 

Mr. Woods is currently president 
and chairman of Skyland Life 
Charlotte, N.C., and he has indicated 
plans to merge the two companies” 


Colton Opens Consulting Office 
Ralph F. Colton has opened offices 
at 30 North La Salle street as # 
consultant on insurance company 
matters and as a_ broker negotia 
ting the purchase or merger of insur 
ance companies. Mr. Colton has bee 
vice-president of Reserve of Chicago. 
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Jack fell down and broke his crown 
And Jill came tumbling after 


Sounds somewhat improbable but then that’s 
the nature of accidents — improbable, unex- 
pected, difficult to reconstruct. And aren’t there 
a lot of them! More than 20 serious accidents a 
minute, on the record. 


Are the Jacks and Jills and Moms and Dads in 
your community protected against the shower 
of hospital and medical bills that follow acci- 
dents? They should be. A Travelers field man 
will be happy to help you set up an Accident 
solicitation program. 
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The Travelers was the first company to write ac- 
cident insurance in America. Today, the Com- 
pany offers a wide array of up-to-date Accident, 
Sickness and Hospitalization contracts. 


And they back up every policy with 4,000 ex- 
perienced claims people in more than 250 loca- 
tions throughout the U.S. and Canada. 


We'll be happy to tell you more about The 
Travelers contracts and the opportunities open 
to-you. Call the nearest branch office or general 
agency for details. 


THE TRAVELERS 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 


All forms of insurance including 


Life « Accident * Group ¢ Fire « Marine « Automobile * Casualty * Bonds 






Life Companies 
Invest $37 Billion 
In Mortgage Loans 


Life insurance dollars invested in 
new mortgage loans were an estimated 
$5.2 billion in 1958, according to In- 
stitute of Life Insurance. This was 
about the same as last year and 23% 
off the peak year of 1956. 

However, the total mortgage hold- 
ings of the nation’s life compauiies 
rose to their highest level, an esti- 
mated $37 billion. This was approxi- 


mately $1,750,000,000 more than last 
year. Mortgage holdings represent 
more than one-third of the _ total 


assets of the life companies. 
Celebrates 20th Anniversary 

The institute, currently celebrating 
its 20th anniversary, reported that 
total mortgage holdings at the end of 
1958, were more than seven times the 
aggregate of 20 years ago. At that time, 
mortgages represented only 19.6% of 
total investments. 

Conventional urban mortgages on 
single or multi-family dwellings and 
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commercial properties accounted for 
$3,275,000,000 of the 1958 new mort- 
gages, about two-thirds of the year’s 
acquisitions. This was about equal to 
last year’s new mortgage loans of this 
type. Total holdings of these conven- 
tional mortgages by life companies 
reached a record aggregate of close to 
$19.2 billion at year-end, about 52% of 
total mortgage holdings. 


Acquisitions Are Doubled 


Mortgage loans insured by _ the 
Federal Housing Administration ac- 
counted for new life company acquisi- 
tions of about $1.3 billion in 1958, 
nearly twice the previous year’s total. 
Holdings of FHA mortgages reached a 
new high of nearly $7.7 billion or 21% 
of the aggregate mortgage total. 

Veterans Administration guaranteed 
mortgage loans to former servicemen, 
further extended by Congress, account- 
ed for $200 million of the life com- 
panies’ 1958 mortgage acquisitions. 
This was about 76% less than last 
year. Total holdings of VA mortgages 
by the life companies were $7.4 billion 
at the close of 1958, representing 
about 20% of total mortgage invest- 
ments 





“Insuring Insurability” 


“Insurability Insurance” 


“Guaranteed Purchase Option” 


No matter what name you give to this exciting new coverage, 
we at Bankers Life Company are proud to have introduced 
it. We are equally proud of comments in the insurance trade 
press like: ““We believe Bankers Life has started one of the 


most important merchandising trends in the life insurance 


business...” 


We appreciate also comments in publications outside our 
industry like: “. . . it takes courage to initiate an insurance 
venture of this kind” in an advertising publication, or a 
major metropolitan newspaper commenting in an editorial 
on this new insurance idea: “Bankers Life has long been 


known as a progressive, pattern-setting firm in the insurance 


business.”’ 


Yes, alertness to changing times and needs has marked 
Bankers Life as “The Company That Fits The Need” as we 
have pioneered other coverages like the “Wife Protection” 
rider .. . Group Permanent Life . . . Widow’s Pensions . . . 
and Deductible H&S Plans. Do you wonder that Bankers- 


lifemen are proud of the Company they represent? 


BANKERS 


COMPANY 





DES MOINES, IOWA 





Farm mortgage loans represented 
the balance of the life companies’ 
mortgage portfolio with new acquisi- 
tions totaling $425 million in 1958. 
Aggregate holdings reached $2.7 bil- 
lion or about 7% of the mortgage 


loan total. 
In appraising the 1959 prospects for 
mortgage investments, the institute 


noted that the extent of mortgage 
financing will depend largely on the 
public need for home and property 
loans based largely upon new con- 
struction. 


Stresses Im portan ce 
Of Special Taxation 


For Mutual Insurers 


NEW YORK—The first public dec- 
laration of the principle that mutual 
life companies 
shouldn’t be taxed 
like companies op- 
erated for invest- 
ors’ profit “may 
turn out to have 
been the most im- 
portant develop- 
ment in the insur- 
ance industry in 
1958,” according to 
President Louis W. 
Dawson of Mutual 
of New York, 
chairman of the 
Temporary Committee on the Taxa- 
tion of Mutual Life Insurance Com- 
panies. The committee is supported by 
24 companies having more than 20 
million policyholders. 

“We may well remember 1958 as 
the year in which we first sought to 
differentiate taxwise between policy- 
holders who seek only protection for 
their families and stockholders who 
are investors and receive profits,” said 
Mr. Dawson in a year-end statement. 
“We cannot stand by quietly and let 
our millions of small policyholders suf- 
fer a tax increase on the ground that 
somebody else is making high profits 
from life insurance.” 





Lovis W. Dawson 


Already Too Hard Hit 


Mr. Dawson said supporters of the 
federal tax increase proposed for life 
companies seem to be implying that 
it can be achieved by greatly increas- 
ing the tax on investment income and 
by taxing the “underwriting profits” 
of stock life companies, but he said 
the tax on investment income of mu- 
tual companies is already too heavy 
and it is almost impossible to increase 
the take by $160 million from stock 
life companies alone. 

This means, he said, that most of 
the increase would have to come from 

(CONTINUED ON PAGE 22) 
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Great-West Life 
Restyles Its A&S 
Policy Portfolio 


Great-West Life has restyled its © 
individual A&S portfolio and intro- 
duced three new lines of policies, 
including non-cancellable and guar- 
anteed continuable contracts. 

The new lines are: A non-cancella- 
ble and guaranteed continuable ‘““Max- 
imum Protection” series of A&S in- 
come replacement plans; the “Econo- 
master,” commercial income replace- 
ment contracts for accident only and 
accident and sickness; and the “Dollar 
Guard” series of guaranteed continua- 
ble medical expense plans. 

The new portfolio was introduced to 
U.S. and Canadian managers at a 
series of regional meetings during the 
past few weeks. 

In Canada, the medical expense 
plan has been specially designed to 
augment the standard ward care pro- 
vided in government hospitalization — 
plans. Government hospitalization is © 
in force in eight out of the ten 
Canadian provinces. 

Features of the new plans include: 

—A new level premium scale. 

—Premiums will be based on age- 
nearest-birthday, adding an “age- 
change” appeal to A&S buying. 

—Occupational classifications have 
been reduced to four major divisions. 

—A new type of combined applica- 
tion has been introduced employing 
a joint application for both A&S 
ability income and life insurance. 

—An agent’s underwriting guide has 
been produced to provide reference to 
probable company action. 

—‘“Autopay,” the Great-West auto- 
matic monthly premium system, is 
now available for monthly A&S prem- 
iums. 

—-New policy forms have been de- 
signed for maximum readibility and 
smart appearance. 

—Completely revamped sales aids 
have been introduced to support agent 
selling efforts. 

The “Maximum Protection” series 
contains four types of plans: Lifetime 
accident with either 18, 36, or 120 
months sickness or sickness only to age 
65. The basic benefit for accident 
provides monthly income for total 
disability up to 24 months in the 
insured’s “own occupation,” and _ life- 
time in “any occupation.” The basic 
sickness benefit provides monthly in- 
come for total disability for the first, 
24 months for “own occupation,” the 
balance for “any occupation.” 

The “Economaster” series comprises 

(CONTINUED ON PAGE 22) 





“Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran: 
teed premium rates, non-aggregate, no house confinement, 
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STV. 
OU 


Expansion 


optional hospital-surgical-medical benefits. Sickness 
benefits from one year to ten years—Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


program provides openings for ' 


qualified General Agents in selected areas. 


aT 


Lovat Protective Lire INSURANCE COMPANY 
ROSTON 


15 MASSACHUSETT: 











10, 1959 


Wa 


tyled its 
d intro- 
policies, 
id guar- 


cancella- 
le “Max- 
A&S in- 
“Econo- 
replace- 
mynnly and 
» “Dollar 
ontinua- 


duced to 
rs ata 
ring the 


expense 
gned to 
are pro- 
alization 
ation is 
the ten 


include: 
sale. 
on age- 
“age- 
‘ing. 
is have 
ivisions. 
applica- 
aploying 
h A&S 
nce. 
uide has 
rence to 


st auto- 
tem, is 
5 prem- 


een de- 
ity and 


es aids 
rt agent 
’ series 
uifetime 
or 120 
y to age 
accident 
r total 
in the 
id life- 
e basic 
hly in- 
he first, 
n,” the 


mprises 


i 


t, 
S 





/ January 10, 1959 





LIFE INSURANCE EDITION 





























“And if I’m not back in twenty years, honey, 
be sure and pay my next Provident Mutual premium” 


Yes, Provident Mutual policyowners can pay their 
life insurance premiums up to twenty years in 
advance (with 314% discount)—or through the 
Premium Deposit Fund, make monthly payments 
(with interest credited) toward the payment of the 
next premium. They can pay practically and con- 
veniently under a Salary Savings Plan—or on an 


Automatic Payment Plan. And, of course, they can 
pay on a regular basis, either monthly, quarterly, 
semiannually, or annually. 

This flexibility of premium payment is one more 
indication of Provident Mutual’s continuing belief 
that greater convenience for customers means 
better business for brokers and agents. 


Provident Mutual 


Life Insurance Company of Philadelphia 





Says Mutual Funds’ 
Men Sell Almost No 


Minimum Deposit 


NEW YORK—Virtually none of the 
currently popular package of mutual 


fund shares plus 
life insurance on 
the minimum de- 


posit plan is being 
sold by men who 
are primarily mu- 
tual fund salesmen, 
according to Solo- 
mon Huber, gen- 
eral agent here of 
Mutual Benefit 
Life. 

Mr. Huber said 
he felt that many 
readers of THE 
NATIONAL UNDERWRITER would be led 
ky a letter from General Agent B. Wil- 
liam Steinberg of Massachusetts Mu- 
tual in New York City in the Dec. 27 
issue to assume that a rather large vol- 
ume of minimum deposit business is 
being sold by mutual fund salesmen. 

The letter was sent by Mr. Stein- 
berg to the agency’s brokers and 
sources of surplus business to an- 
nounce that the agency would accept 
no more business from “licensed sell- 
ers of insurance whose principal busi- 
ness is the solicitation and sale of 
mutual funds.” It stated that “al- 
though some career life underwriters 
are among such advocates (of no-out- 
lay insurance plus equity’ invest- 
ments) for the most part this theory 
has been advanced by salesmen of 
investment funds.” 

Experience Not General 


Mr. Huber said this statement in 
Mr. Steinberg’s letter reflects an ex- 
perience quite different from that of 
the Huber agency or any other agen- 
cy he knows of that has been selling 
the minimum deposit plan. 

Conceding that in some few cases 
it might be hard to tell whether a 
man is a mutual fund salesman with 
a sideline of life insurance or life 
agent with a sideline of mutual funds, 
Mr. Huber said all the evidence he 
is familiar with indicates that career 
mutual fund salesmen are not, except 
in rare instances, trying to sell any 
kind of life insurance along with their 
mutual fund shares. 

Even where the mutual fund sales- 
man is advocating surrendering life 
insurance policies and putting cash 
values into fund shares, he may sug- 
gest replacing the coverage with term 
insurance or the minimum deposit 
plan but his typical reaction is to shy 
away from selling the new policies 
as being more trouble than the busi- 
ness would probably be worth to him, 
said Mr. Huber. But to the agent 
selling minimum deposit and falling 
in with the buyer’s desire to invest in 
equities, the mutual fund commission 
looks so easy to earn that it seems 
foolish to turn the sale over to some- 
one else. 

In fact, said Mr. Huber, what makes 
the package deal easy to sell is the 
attraction of mutual fund _§ shares 
bought with so-called “released” dol- 
lars obtained through surrendering 
life insurance or using the paid-up 
option and “releasing” the dollars that 
would be used for paying premiums. 
Then maximum loans on the new in- 
surance are used toward paying its 
premiums. 

Mr. Huber also commented that a 
serious aspect of the minimum de- 
posit plan is that commission restric- 
tions set by companies to discourage 
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Health Coverages Continued To Expand In 
1958, Institute Reports; Benefits Up 14% 


rewriting have only the effect of 
losing the rewritten business entirely 
to some other company. 

Added to the high current lapse 
and surrender rates caused by re- 
placement of old policies with mini- 
mum deposit plans is the prospect of 
high lapse rates on minimum deposit 
business itself in the next few years 
as policyholders forget what the agent 
told them in making the sale and are 
shocked at the amount of loan in- 
terest they are having to pay and the 
increasing amounts they will be pay- 
ing in the future, said Mr. Huber. 


Health insurance in the U. S. dur- 
ing 1958 continued the steady growth 
it has maintained for the past 20 
years and, according to Health In- 
surance Institute, established a new 
record with an estimated $4.8 billion 
in health care benefits, surpassing 
1957 benefit payments of $4.2 billion 
by more than 14%. 
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At the same time, the number of — 
Americans covered for hospital and © 
doctor bills through insurance com- | 
Cross-Blue © 
Shield and other health care plans © 


pany programs, ' Blue 
was estimated at 121 million at the 
end of 1958. Some 70% 
tion’s population now has some form 
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ALC President Predicts Good Year Akead 
Despite Inflation, More Competition 


Despite indications of higher federal 
taxes, continued inflation and more 
competition in the coming year, life 
insurance companies generally should 
enjoy a favorable business atmosphere 
and another fine year, Rolland E. 
Irish, Union Mutual Life, president of 
American Life Convention, predicted. 

Higher federal taxes probably will 
be assessed against the industry, so 


savings must be made in other areas 
to the end that the companies may 
continue to grow and _ policyholder: 
continue to get ever increasing bene- 
fits per dollar of premium. 

“Inflation, on the other hand, 
threatens us in a way that will be 
very difficult, if not impossible to 
counteract,” he said. It is imperative 
that it is arrested before developing 


further, and this will mean education 
of the general putlm. labor and es- 
pecially “free-spen ting politicians at 
all levels to fully uc quaint them with 
the evil effects. We must take advan- 
tage of each oprcrtunity to drive 
home the fact that there is no gain 
in saving more money if each dollar 
*. <4 'th proportionately less. The gain 
fies .:.y in producing more goods and 
se-vices (including life insurance) at 
lower vcsts.” 

Mr. Irish forecast more competition 
in the future—from government and 


(CONTINUED ON PAGE 18) 


A timely and important message of interest 
to the head of every family... 
from one of America’s largest life insurance companies 


HE START of a new year seems the appropriate 
“Pgne to make an important report of this 
kind to our million and more policyholders and 
their friends. . 

We think you’ll find in these advances fresh 
evidence that there are differences among life 
insurance companies. More than that, these dif- 
ferences are multiplying themselves through the 
years in favor of Northwestern Mutual. 


But to be specific, here is a partial list of ad- 
vantages you'll surely find of interest .. . 


1. New retirement annuity—the most de- 
pendable, worry-free investment you could have. 
With Northwestern Mutual’s new retirement 
annuity plan, you may add a “‘self-completion” 
clause. This will assure your retirement plans, 
even if disability cuts short your earning years. 
2. New, low net cost on all policies—even more 
favorable than ever before. And this is all the 
more striking when you consider that for decades 
Northwestern Mutual has led the other compa- 
nies in low net cost... that is, the total you pay 
in, minus what you receive in dividends, minus 
the cash value of the policy at any given time. 
Northwestern Mutual, during its 102-year 
history, has returned to its policyholders, as 
dividends, an average of 25% of the total pre- 
miums paid in. 
3. New, lower rates for women. Northwestern 
Mutual has felt that it is every woman’s right to 
be considered younger than her age . . . years 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 





younger than a man who has lived the same 
length of time. Recent mortality statistics now 
validate this view—and the new rates reflect it! 


4. New flexibility in policies and features. 
This is in keeping with our aim to help meet the 
expanding situations where insurance is needed. 

Young men, for example, may now elect to pay 
smaller premiums at the start, until their earning 
power increases. And accidental death benefits 
are far more exclusion-free than in most other 
companies. 

However, the newness doesn’t end here. There 
is much more to tell. The new forms for all poli- 
cies have been greatly simplified to make them 
clearer, more understandable—with sentences 
shorter than the one you have just read. 


NOTE: Most existing policies benefit! These 
new advantages, wherever possible, automati- 
cally become available for past purchasers of 
Northwestern Mutual policies. In this way, all 
policyholders share on a mutual basis. 


If you would like to hear more about the de- 
velopments that make Northwestern Mutual 
today more than ever “the policyholders’ com- 
pany,” why not drop a line to our Home Office? 


Or, if you already know a Northwestern Mutual 
agent in your area, write or telephone him. He is 
exceptionally well qualified to answer questions 
and assist with your program of protection and 
thrift. The Northwestern Mutual Life Insurance 
Company, Milwaukee, Wisconsin. 


“BECAUSE THERE IS A DIFFERENCE” 


Discriminatory Tax 
A Problem In Conn., 


As Session Opens 


HARTFORD—As the _silegislature 
opens its session this week, by far the 
most ominous problem for the Con- 
necticut-domiciled insurers is the dis-- 
criminatory tax proposal being pushed 
by Gov. Ribicoff. This would stop the 
gradual decrease in the special tax on 
interest, dividends and rents, and con- 
tinue to levy a tax on such income 
countrywide on all classes of domestic 
insurers. 

The law as it stands would reduce 
the tax each year so that 1963 would 
be the last year whose income would 
be subject to the special tax. Instead, 
it would put the tax back up to 24% 
from the current 2% rate. 


Tax About $2.3 Million 


On interest, dividends and rents 
received in 1957, the 1958 tax payable 
by the Connecticut companies was 
about $2.3 million. Of this amount, 
about 60% was on life companies and 
40% on fire and casualty companies. 
One factor in making the life company 
share of the tax so much higher is 
the large reserves carried by life 
companies for fulfillment of future 
obligations. 

While the tax constitutes a serious 
discrimination against domestic com- 
panies as compared with out-of-state 
insurers—which do about three times 
as much business in Connecticut as 
domestic companies—any attempt to 
equalize things by spreading the tax 
to include out-of-state companies 
would be worse on the domestic com- 
panies than the present situation. For 
every dollar of Connecticut tax against 
out-of-state companies, the Connecti- 
cut cumpanies would have to pay 
about $7 in retaliatory taxes to other 
states, it is estimated. 


Hope To Convince Lawmakers 


Despite Gov. Ribicoff’s popularity 
with the voters and the fact that both 
houses of the legislature are domin- 
ated by his party—it’s the first time 
the Democrats have controlled both 
houses in 70 years—the Connecticut 
companies are hopeful that they can 
convince the legislators that the gov- 
ernor’s proposal constitutes an unfair 
and unwise discrimination against 
Connecticut industry. The legislature 
is not scheduled to adjourn until June, 
a fact which should help the compan- 
ies in presenting their case to the 
legislators. 


Dale Simpkins To Helm Of 


Milwaukee Managers Assn. 

Dale A. Simpkins, New York Life, 
has been elected president of Milwau- 
kee Life Managers & General Agents 
Assn., succeeding Harold E. Kasche, 
Aetna Life. Other new officers are 
John J. Frey, Prudential, 1st vice- 
president; Paul J. Quillin, Mutual 
Benefit, 2nd vice-president; Allen K. 
Shackleton, Lincoln National Life, sec- 
retary, and Dudley S. Field, Travelers, 
treasurer. 


Aeina Life And Aetna Casualty 
Agents Produce $500,000 A&S 


Business In One-Day Campaign 
Agents of Aetna Life and Aetna 
Casualty produced $500,000 A&S busi- 
ness during a recent one-day nation- 
wide promotion campaign, a record. 
More than 10,000 applications were 
written during the campaign, also a 
one-day record for the two insurers. 
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How Public Looks At Life Insurance 


(CONTINUED FROM PAGE 2) 


to choose an agent carefully. The 
most desired qualities in a company 
were stated as age, size, and stability. 
Cost factors were almost never men- 
tioned as reasons for choosing a par- 
ticular company. 

This attitude surprised the research 
workers as much: as it’ will those 
reading about it. However, LIAMA 
points out in a circular letter accom- 





imagine, Mabel, 
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Well on the road to Two Billion Life Insurance in Force 
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panying the report to member com- 
panies that this unexpected reaction 
“may well be what John Smith thinks 
he does or what he thinks sounds 
good. Perhaps it makes a man feel 
wiser to say that he buys from a 
stable financial institution than from 
an agent, just as many people will 
report that they read Time last night, 
even if they were really poring over 
























MEDICAL AND SURGICAL 


BROKERAGE e 


REIMBURSEMENT e 
COMPLETE REINSURANCE FACILITIES 


Confidential. On the other hand, the 
reasons given for the company as a 
basis for decision seem well thought 
out. In this case, as in others, inter- 
pretation must be made with caution 
and with the recognition that we are 
dealing with ‘best bets’ rather than 
certainties.” 


Related To Income, Education 


About 60% of the household heads 
had been contacted by an agent sell- 
ing life insurance during the previous 
year. Frequency of contact is positive- 
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ly related to income and education 
but negatively related to age. About 
20% of the sales were initiated by 
the buyer. 

Although agents were most fre- 
quently attempting to sell life insur- 
ance on the head of the household, 
the highest success rate was achieved 
when the attempt was made to sell 
coverage on another member of the 
family. Eighty-one percent reported 
that some other members of the fam- 
ily are covered by insurance; in the 
great majority, all other members. 


‘Cccupational Stereotypes’ 


Attitudes toward agents were 
sought through use of “occupational 
stereotypes’”—a way of finding out 
how people react to members of cer- 
tain occupational groups. A traditional 
method of measuring stereotypes is 
to find the words that are typically 
used to characterize a group. In this 
study the respondents were given a 
list of 30 adjectives and asked to in- 
dicate which ones applied to the 
“typical” life insurance salesman. 

For comparative purposes, half the 
sample was asked to apply the same 
words to the typical lawyer and the 
other half was asked to apply them 
to the typical real estate salesman. 
The questions were asked before the 
respondent knew that the main topic 
of the interview was life insurance. 


Most Are High Caliber 


The large majority of respondents 
checked agents as being friendly, 
well-trained, businesslike, aggressive, 
ambitious, talkative, honest, hard- 
working, intelligent, reliable, respect- 
ed, and well-qualified. Only a small 
minority checked them as being low 
caliber, selfish, domineering or self- 
centered. 

However, lawyers and real estate 
salesmen also showed up well in the 
ratings. In part, this favorable pic- 
ture of all three occupational groups 
reflects the tendency of people not to 
judge others too harshly, according 
to the report, which points out, how- 
ever, that it is more likely that the 
picture is favorable because life 
agents, real estate salesmen and law- 
yers do, in fact, enjoy a satisfactory 
degree of occupational prestige com- 
pared with many other jobs, for ex- 
ample, automobile salesmen. 


Interesting Differences 


Compared with real estate salesmen, 
life agents were more _ frequently 
rated as being well-trained, reliable, 
sincere, sympathetic, considerate, 
talkative, aggressive, go-getters, hard- 
working, and persuasive. On the other 
hand, they are also more likely to be 
rated as persistent, insistent, fast 
talkers, pests and high pressure. 

Compared with lawyers, on the oth- 
er hand, agents were less frequently 
rated as being professional, intelligent 
and respected; and more frequently 
rated as friendly, talkative, go-getters, 
persuasive, insistent, pests and high 
pressure. 


Reasons For Lower Rating 


“While the comparison with law- 
yers is not favorable, law is one of 
the oldest professions, and lawyers 
rank near the top in all studies of 
occupational prestige,” the report 
notes. “Lawyers were chosen as a 
comparison group because they rep- 
resent a goal of professional develop- 
ment, and can be used as a measure 
of how far life insurance salesmen 
have progressed toward that goal. 

“Although the largest difference be- 
tween life insurance salesmen and 
lawyers is on the word ‘professional,’ 
there 1s little difference between the 
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two careers on such components of- Durward Penrod Named national economic pattern. 


‘professionalism’ as occupational qual- 
ification and training. In other words, 
the respondents are not attributing 
‘professionalism’ on the basis of the 
knowledge or _ skills possessed by 
members of an occupation but by the 
relationship between practitioner and 
client.” 

Responses to the adjectives were 
analyzed by income, education and 
age. There is a tendency for the high- 
er income groups and the better edu- 
cated to think of agents as being more 
ambitious, intelligent, persistent and 
professional. 

It was found that the fewer the 
number of contacts during the pre- 
vious year with an agent who was 
trying to sell, the more likely agents 
were to be rated considerate, respect- 
ed, sincere and well-liked. Those with 
greater numbers of contacts more 
often rated agents as fast talkers, high 
pressure, persistent, persuasive, pests 
and smooth. 

“The reaction of agents to a compet- 
itive sales situation may account for 
the less favorable ratings, particularly 
for the more frequent use of the 
words ‘high pressure’ and ‘pests,’” 
the report comments. “It also is pos- 
sible that the respondents were more 
likely to have recalled sales attempts 
when they were approached by agents 
who used ‘pressure’ tactics. 


No Effect On Some ‘Traits’ 


“While frequency of contact tended 
to increase the number of ‘pressure- 
type’ responses, it had no effect on 
such responses as ‘well-trained,’ ‘pro- 
fessional,’ ‘intelligent,’ ‘aggressive,’ 
‘businesslike,’ or ‘friendly,’ ” 

The report says there seems to be 
little doubt that the concept of the 
life agent as a man who has the 
necessary knowledge to do a compet- 
ent job has been well sold, and it also 
appears that agents as individuals are 
thoroughly accepted, but the data sug- 
gest that while the respondents are 
seeking considerate treatment at the 
hands of life agents, they fear that the 
agents will use their acknowledged 
sales ability to pressure or hound 
them into a purchase. Thus, what has 
not been sold is the concept of a life 
agent as a person who will subordin- 
ate his own interests to the sale of the 
correct type or amount of insurance 
for his client. 
the report con- 


Director Of GAMC 


WASHINGTON, D. C.—Durward F. 
Penrod, manager of Metropolitan Life 
at Chicago, has 
been elected a 
director of Gener- 
al Agents & Man- 
agers Conference 
of National Assn. 
of Life Under- 
writers. Mr. Pen-. 
rod was elected to 
succeed Darrell D. 
Eichoff, who is in 





the home office a 

field training div- 

ision of Metro- Dsrward Penrod 
politan. He _ will 


serve until the next annual meeting. 

He began his career with Metro- 
politan as an agent at Cairo, Ill, in 
1937 and became an assistant manager 
at East St. Louis. 

Mr. Penrod, who is a CLU, was ap- 
pointed to the field training division 
in 1950 and later promoted to division 
supervisor. In 1955, he became man- 
ager of the Irving Park district. 





cedes, resistance to agents is inevit- 
able in the present market. Many re- 
spondents have quite inadequate no- 
tions of how much life insurance is 
enough and they may be more willing 
to buy insurance on some other fam- 
ily member when it should really be 
added to the breadwinner’s coverage. 
Unfortunately, therefore, an agent’s 
attempt to sell appropriate amounts 
to the proper person may seem like 
the use of pressure. However, the 
fear of agents in sales. situations 
should be recognized so that ap- 
proaches and sales tactics can be 
perfected that avoid any unnzccessary 
impression of pressure, according to 
the report. 


Suggests Ways For Practic1l Use 


The LIAMA letter accompanying 
the report suggests ways in which the 
survey findings can be put to p-ac- 
tical use. One of these is in presentinz 
the life insurance sales career to a 
prospective agent, by counteracting 
the mistaken impression that life in- 
surance agents are low men on the 
social prestige totem pole. The suc- 
vey also shows that life insurance is 
accepted by the general public as an 
intrinsic part of the individual and 





To some extent, 
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RESEARCH & REVIEW SERVICE| 


OFF THE PRESS [N AUGUST— 
THOUSANDS ALRZALY ‘N US=! 


BALANCED 


Here is a simple, streamlined method of pro- 
gramming in one interview! The complete 
Balanced Security Kit consists of: 

- BALANCED SECURITY CALCULATOR— 
almost all the mathematics of program- 
ming are done for you. A zip of the slide 
—and there’s your answer! 

. SECURITY BALANCE SHEET —this is the 

heart of the Balanced Security System. No 

complicated charts or graphs. Anyone who 
can balance a checkbock will quickly un- 
derstand it. 

SALES PRESENTATION—the sales talk 

“what to say” and ‘‘what to do.” 

This new system of programming is so simple 

and easy to grasp, it can be mastered in a 

matter cf hours! 

Regular Price, Complete Kit, 1—$2.75; 2—9 
kits, $2.55 each. 
Special Introductory Price, Complete Kit, , 

2 for $4.40 net total; 5 for $10.50 net total. « 


SE _LUR.TY 








The survey also suggests, says the 
letter, that companies and. the life 
insurance business generally should 
exert more effort to inform John 
Smith what is realistically needed for 
life and death protection. The present 
concept of “adequate coverage” must 
be altered. 

Also needing to be changed is the 
public’s concept of what “the other 
fellow” is doing about life insurance. 
People tend to do as they think others 
do. The study indicates that large 


9 


numbers of people think, “I don’t have 
all the insurance I would like to have 
but I have more than most other 


guys.” ‘ : 
The survey shows a decided loss of 
interest in buying life “insurance 


among those beyond age 40. Says the 
LIAMA letter: rt 

“The great expansion we may ex- 
pect in our market within the next 
decade is of older people, 44-65. 
Proportionately, the age group from 
25-44 will dip sharply, and yet this 
study shows a frightening loss of in- 
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So New—So Different — 
You've NEVER Seen 4 
+ Hospital Policy. 


American Casualty’s NEW 
PROTECTOR HOSPITAL POLICY 


1) WILL NOT BE CANCELLED because of de- 
terioration of health! 


@ NO LIMIT to the number of days of hospital 


6) 90-DAY NURSING HOME benefit! 


(4) GREATLY IMPROVED SURGICAL SCHED- 
ULE that includes Dental Coverage! 


@ OUT-PATIENT TREATMENT benefit inciudes 
not only first aid but other costly out-patient 
services not previously covered! 


PLUS these maximum benefits: 


$05 Daily Hospital Room and board 
$500 Hospital General Expense 
$500 Surgical Schedule 


i Check the list again. Don’t you agree that you have 
NEVER seen so many new and unusual features 
combined in one Hospital Policy? It’s the finest 
Hospitalization program ever offered by the Amer- 
ican Casualty Company... quality from start to 
finish ... with the realistic limits your policyholders 
need today. May we send complete information? 
Just fill in and mail the coupon. 





Like This One! 





| 
AMERICAN GASUALTY 
COAST-TO-COAST BRANCH OFFICE SERVICE , 
HOME OFFICE: READING, PENNSYLVANIA 





Name. 


AMERICAN CASUALTY CO., Reading, Pa. 


Please send information kit on the NEW PROTECTOR HOSPITAL POLICY. 











Address. 


City and State 
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terest in life insurance after age 40. 
. . . We must exert every effort to 
develop new products, appeals, and 
sales techniques for the more mature 
prospects. We must more carefully 
examine the needs of this group. 

“In line with the point above, the 
infrequency with which people rec- 
ognize the savings feature of insurance 
may indicate that we are failing to 
tell our entire story. This may be one 
of the many possible reasons why the 
more mature men lose interest in our 
product. 

“It is interesting to note that the 
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‘programing concept is fairly well 
known and highly regarded’ (accord- 
ing to the survey). This may lead 
more agency executives to consider 
the possibility of developing simpler 
programing methods particularly de- 
signed for tie younger and lower- 
income groups. It is possible that a 
person or couple may be sold even 
the simplest package in a way that 
makes them feel they have started on 
a program. Pressure for expenditures 
for a complete program might be 
minimized by agreement to spread 
the purchases over a period of time. 
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PLAN 


A special eroup life surance plan 
for firms with 10 or more employees .. . 
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OUTSTANDING BENEFIT FORMULA 


Each employee is insured for 14 times income up to $40,000 


—state laws permitting. 


Accidental Death & Dismemberment benefits available in 
equally large amounts. 24-hour coverage for non-hazardous 


groups. 





LOW NET COST 


OS: 


LIBERALIZED HEALTH REQUIREMENTS 
For groups with 10-24 employees: 
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Standardized benefit formula, high average amounts, large 
over-all volume of issue—all permit efficient handling to 
yield excellent results through dividend formula. Scale for 
10-100 lives provides dividend at end of each policy year 
STARTING WITH THE FIRST! 





No evidence of insurability required for employees earning 
less than $10,000 annually. Simple, short, medical history 
form for those earning $10,000 or more. 


For groups with 25-99 employees: 
NO EVIDENCE OF INSURABILITY REQUIRED! 


INSURANCE COMPANY 


OF HARTFORD, CONNECTICUT 
Organized in 1851 


The new insured insurability concept 
should be particularly helpful in this 
regard. 

“Of course the need for simplicity 
of presentation, as well as of program, 
is required. The results with regard 
to insurance knowledge of the public 
emphasize this. The potentiality of 
simple program approaches in remov- 
ing the feeling of ‘high pressure’ and 
fear of being oversold may be con- 
siderable.” 

Since the survey showed that only 
one out of five household heads had 
made their most recent purchase from 
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an agent who had previously sold 
them a policy, “this study provides 
a body of data which should be useful 
in training for ‘harvesting the second 
crop,’ ” the letter says, suggesting that 
a planned program, with deferred 
purchases, might also help in this 
direction. 

Finally, the letter points out that 
the findings showing that people tend 
to underestimate the holdings of oth- 
ers in relation to their own, show little 
knowledge of life insurance terms like 
cash value and settlement option, lose 
interest in life insurance as_ they 
enter middle age, and fail to recognize 
the savings feature of their insurance 
suggest that some companies might 
want to consider changing their ad- 
vertising and public relations pro- 
grams to deal more directly and spe- 
cifically with these problems. 


Berkshire Life Raises 
Maximum Issue Limits 


An increase in maximum issue 
limits for standard risks, effective 
Jan 1, has been made by Berkshire 
Life. New limits are $400,000 for issue 
ages 20 through 55 and $300,000 for 
issue ages 56 through 60 on permanent 
coverage plans. Increases in _ issue 
limits on term plans have also been 
made. 


Raise Non-Medical Limits 


Berkshire also raised its non-medi- 
cal limits from $10,000 to $15,000 at 
issue ages 0 to 14, thus providing a 
level non-medical limit of $15,000 at 
all issue ages through age 30 inclusive 
on all plans. The regular maximum 
issue limit of $50,000 of double indem- 
nity has been made subject to an 
upper limit of $150,000 total DI cover- 
age on an insured by all companies 
instead of the former $100,000 limit. 


New Wis. Life Insurer 


Wisconsin General Life has _ been 
organized in Milwaukee with capital 
of $200,000 and surplus of $300,000. 
The chairman is E. O. Dale, president 
of Dale Chevrolet Co. of .-Waukesha. 
The organizers described the com- 
pany as the first “independent” life 
company to be organized in the state 
in 30 years. 

Initial operations will be limited to 
Wisconsin. All stock is owned by a 
holding company, with Wisconsin As- 
sociates Inc., which has the same 
officers and directors as the life com- 
pany. 

It was announced that a_ public 
offering of 450,000 shares of the hold- 
ing company’s $1 par stock has been 
oversubscribed. 
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Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright. Valleau & Co. 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Hlinois 
WAbash 2-2585 Teletype CG1475 


You may telephone orders collect. 
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Foundation Service Co. Functions As 
‘Home Oftice’ For Eight Life Insurers 


Foundation Life Insurance Service 


Co. of Atlanta, now acts as “home of- 


fice’ for a total of eight life insurers, 


) members of the Foundation Group. 
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The three most recent additions to 
the group are American Industries 
Life of Phoenix, Fundamental Life of 
Birmingham, and Star Life of Baton 
Rouge. All three companies are newly 
organized and, as one company of- 
ficial remarked, “We’re long on sales 
ability but short on operation know- 
how, so we’ll depend on Foundation 


_ Life Insurance Service to handle that 
: phase of our work.” 


Dan A. Aldridge, president of 


' Foundation Life Insurance Service 


Co. and former sales secretary of 
National Old Line Life of Little Rock, 
said his company is probably the first 
organization of its kind in the life in- 
surance field. 


_ Handles All Needed Functions 


“Often smaller life companies con- 
tract for specific services, but I know 
of no other single firm set up to 
handle all the detailed functions nec- 
essary in running a home office.” 

The company’s services are furnish- 
ed client companies on a contract basis 
and include policy issue, underwrit- 
ing, accounting, premium billing, leg- 
al, medical, actuarial, tabulating, 
agency, investment, sales drives, con- 
tests, printing and public relations. 
The service has been called “farming 
out your home office.” It handles 
everything but client companies’ funds. 

The service company was formed 
in 1955 with $30,000 capital and has 
grown steadily in personnel and of- 
fice space. It has a staff of 40 and 
plans further expansion shortly. 

In addition to the three new in- 
surers, Foundation Life Insurance 
Service Co. has as clients Cardinal 
Life of Louisville, Southern Colonial 
Life of Columbia, S. C., Kentucky Ins. 
Co. of Louisville, Life of Kentucky of 
Louisville, and Early American of At- 
lanta. 





New York Life Producer 
And Family Subjects Of 
Newspaper Photo Story 


Homer Hurlburt, agent of New York 
Life at Burlington, Vt., and his family 
were the central characters in a special 
Christmas advertising section of the 
Burlington Free Press. 

Mr. and Mrs. Hurlburt and their two 
children, accompanied by a photog- 
rapher, made a Christmas shopping 
tour through 28 Burlington stores. A 
picture account of the tour appeared 
as an eight-page advertising supple- 
ment in the paper. 


Revisions Recommended 


In S. D. Insurance Laws 

PIERRE, S. D.—Important changes 
in South Dakota insurance laws have 
been recommended by Leo Heck, state 
revisor of statutes who was authorized 
by the 1957 legislature to study insur- 
ance laws and suggest changes. His 
appointment for this work was aimed 
particularly to prevent another bank- 
ruptcy such as that of Central National 
of Sioux Falls three years ago. 

One of Mr. Heck’s recommendations 
is that the salary of the insurance 
commissioner be practically doubled— 
from $6,300 to $12,000—providing “he 
shall be known to possess knowledge 
of the subject of insurance.” 

Another suggestion was that an 
assistant attorney general be assigned 
to work exclusively with the insurance 
department. Mr. Heck also would 
increase the capital stock require- 
ments of domestic companies to $200,- 
000 and require a deposit of reserves 
on all types of insurance, except life, 
to the extent of 20% of the entire 
premium. 


Beneficial Standard Life of Los 
Angeles has been licensed in Utah and 
New Hampshire. 








President Dan A. Aldridge, center, of Foundation Life Insurance Service 
Co., flanked by executives of two of the most recent additions to his firm’s 
clientele, President Walter R. Matthews, left, of Fundamental Life of Birming- 
ham and agency director John A. Salter of Star Life of Baton Rouge. 





: C E N 





TRALIZE 


-your INSURANCE NEEDS with 


- CENTRAL 
-ASSURANCE COMPANY 


COLUMBUS, OHIO 


JOHN D. SHAFER, President 
LIFE * ACCIDENT AND HEALTH © Agencies — Ohie © Indiana + Virginia 








1] 


Indianapolis Life provides 
its general agents with a 
“healthy climate” for producing a 
successful and profitable agency. 
@ A full line of popular, modern, low-cost 
policies—life, accident, sickness, hospitalization, 
and major medical—backed by a company of 
unexcelled financial strength with an 
enviable 54-year record of quality service 
to policyowners at the lowest cost 
consistent with safety. 
@ A substantial training allowance together 
with all the tools for building a productive 
and profitable agency including: 

Career compensation plan, 

Production incentive agreement for new men, 

Basic and programming schools, 

Business and tax seminars, 

Check-o-matic and premium deposit plans, 

Special college senior plan. 







@ Liberal commissions for agents and general 
agents plus life-time service fees . . . 

hospitalization and major medical benefits . . . 
group life . . . and a non-contributory pension plan, 


Water H. Huent, President ARNOLD Bere, C. L. U., Agency Vice-President 
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INSURANCE 


A Mutual Company 
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AGENCY OPPORTUNITIES in Colo., Conn., Fla., Ill., Ind., ta., Ky., Mich., Minn., Mo., Neb., N. D., Ohio, S. D., Tex., Wis. 
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Scientists and technicians in the region 
served by Life Insurance Company of 
Georgia are playing a vital role in 
the progress of missiles and space 
vehicles. The first American satellite was 
launched in the South. 
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or GEORGIA 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 





= 


Hy 


a= 












Buildins 


jnois 
Evanston, Tilino 


orrice OF THE 
presioent 


ERE! 
INSURANCE MEN EVERYWH 
TO 


chairma er «* 
u're the roduc 1 

ether y° a wou 
ove company -** rs y 
“ it in the jndustr 
crul 


you. rowtn i 


our & 
ars s plans 


n succes 





ormula- 


ve OP 
~ . agency su 


office ° 


,dents 
utives- 


the f 
have erinter 


Liber exec 


iaent c 








pe 


P ° 
a obtain au out any 


talk further ng invite ¥ 
with o1d Equity 
sti a 
tunities 
me personally- 


orrin 





Seldom does one find an opportunity such as Old Equity offers. The possibilities are so great as to be almost unbelievable. But when 
you learn first hand of the successes already achieved by scores of men—you'll know that at last you’ve found the company where 
you can achieve prestige . . . executive pay .. . security . . . and fast promotion based solely on your own individual ability. 


Our requirements are high. We want men who can sell, but we also want men with leadersnip qualifications. If you have the kind 
of character and burning desire for success that make you eligible, Old Equity can guarantee your success. Our top dollar commis- 
sion schedule ... our lead program . . . our sales aids . . . and our complete line of contracts . . . indeed spell out OPPORTUNITY. 


IMMEDIATE OPENINGS ARE NOW AVAILABLE IN THE FOLLOWING AREAS 
e MISSOURI 


e INDIANA 





SOUTHERN INDIANA 


State Manager, Chris 
Dotz, states, ‘‘! have ter- 
ritory for 6 more sales- 
men."’ 


NORTHERN INDIANA 


NORTHERN ILLINOIS 


State Manager, Arthur 
Herzberg, says, ‘‘! could 
use 9 men right now.”’ 


State Manager, Hal Olson, 
claims, ‘‘! can guarantee 
4 men greater earnings."’ 


e OHIO 





y 


od 
NORTHERN OHIO CENTRAL OHIO SOUTHERN OHIO 





State Manager, Henry 
Karg, comments, ‘‘! have 
8 productive territories 
open for experienced 
men."’ 


State Manager, Harry 
Rogers, states, ‘‘! have 
protected territories for 
8 men who can sell.” 


State Manager, Raymond 
Anderson, exclaims, ‘‘Give 
me 6 good men and I'll 
show them the key to life- 
time security.’ 
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e ILLINOIS 






SOUTHERN ILLINOIS 


State Manager, Harvey 
Terkel, remarks, ‘‘Il could 
put 7 producers to work 
tomorrow.”’ 


e MICHIGAN 






NORTHERN MICHIGAN 


State Manager, Irving 
Bensman, states, ‘‘l need 
5 men. | am also looking 
for sales trainers.” 





State Manager, 
Payne, comments, ‘‘I can 
supply leads for 11 addi- 
tional sales people.”’ 






SOUTHERN MICHIGAN 


State Manager, Ralph 
Bensman, remarks, ‘‘if 
you've ever sold insurance 
I'll guarantee more 
money: Need 7: men." 
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One of the main reasons for Old Equity’s success 
is its young and vigorous management, spear- 
headed by the dynamic leadership of Orrin M. 
Neiburger, President. Having previously sold in- 
surance himself, Orrin has literally made Old 
Equity “an agents’ company.” 





evel 





e KENTUCKY 


EASTERN MISSOURI WESTERN MISSOURI 
State Manager, Clyde 
Reagle, exclaims, ‘‘! need 
5 more men to complete 
my sales staff.” 


KENTUCKY 


State Manager, Steve 


Stephen 
- Miskin, says, ‘“‘I’ll per- 
sonally train 14 men and 
show them earnings they 
never dreamed were pos- 
sible.”’ 





NEWLY OPENED TERRITORIES | Non 

Florida 2 State Managership openings plus | You 
54 agents. : 

Minnesota 1 State Managership, plus 21 agents. 
Tennessee 1 State Managership, plus 23 agents. 
Arkansas 1 State Managership, plus 12 agents F 
Lovisiana Immediate openings for 16 agents. 
Many other additional territories will be opened Ol« 
during 1959. 
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|'lf you ean tind 4 better opportunity anywhere. . . GRAB IT’ 
* TOP DOLLAR COMMISSION SCHEDULE 


On all HEALTH AND ACCIDENT, ACCIDENT, HOSPITAL AND MEDICAL POLICIES 





~ YOU KEEP AS YOUR ADVANCE COMMISSION 
100% of the first 3 month’s premium plus the entire policy fee! 














Here’s how it works: 


When a policy is sold ona MONTHLY premium basis— 
You keep as your ADVANCE COMMISSION 100% of the first month’s premium plus the entire policy fee. 
In addition to the first month’s premium you will receive 100% of the second and third month’s renewal premium, which will 
be credited to your account. 


When a policy is sold ona QUARTERLY premium basis— 
You will keep as your ADVANCE COMMISSION 100% of the first (3 months) premiums plus the entire policy fee. 


When a policy is sold on an ANNUAL premium basis— 
You will keep as your ADVANCE COMMISSION 100% of the first quarterly premium, plus the entire policy fee, (just as 
though the policy were sold on a quarterly basis,) plus 10% of the difference between this quarterly premium you have re- 
tained and the annual premium charged. ; 


P-lue GUARANTEED 10% RENEWAL COMMISSION PAID EACH MONTH 
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i 2. HEARS your pitch by professional narrators. 


* 25 DIRECT MAIL LEADS EVERY WEEK 


No canvassing! No telephone.soliciting! No shortage of prospects! You get 25 fresh direct mail leads each week. And. . . what’s 


_ even more important . . . the people expect and know you'll be calling on them. 


* AUDIO-VISUAL SALES PRESENTATIONS 


In one unit—the size of a briefcase—is the closest technique to “automatic” sales you've ever seen. In 9 short minutes your prospect— 





1. SEES your pitch in animated full color. 


3. BUYS your pitch because he has become insurance minded. 














* NEW STREAMLINED SALES PORTFOLIO 


No matter who you call on—regardless of income—you have coverage to offer. And Old Equity accepts people up to age 86 (even 
on Lifetime Income). The finest in Hospitalization, Doctor Bills, Health & Accident, and Medical Coverage is yours. PLUS! 
Non-cancellable and Guaranteed Renewable contracts! PLUS! New “firsts” yet to be issued in the insurance industry. 


’ 


You’ve been reading about a few of the highlights of “the Old Equity story.” There’s a lot more. Time is short. Don’t wait. 


WRITE—WIRE—TELEPHONE Mr. ORRIN M. NEIBURGER, President 


Ola Equity Life Insurance Co. EXECUTIVE OFFICES * OLD EQUITY BUILDING * EVANSTON, ILLINOIS 
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Editorial Comment 


A Contribution To The Business 


When a life company thinks so 
much of a competitor’s advertisement' 
as a recruiting aid that it seeks per- 
mission to reprint it even though it 
means building prestige for the com- 
petitor, it would seem to be all the 
evidence that anyone would need that 
_the advertisement is a real contri- 
‘pution to the entire life insurance 
business. 

That’s what has happened with 
New York Life’s 34th in a series of 
career advertisements, “Should Your 
Child Seek a Career in Life Insur- 
ance.” Doubtless New York Life will 
be getting more such requests as the 
word gets around that it is more 
than willing to grant them. 

The advertisement, which like the 
previous ones, has been reprinted in 
booklet form, covers all types of life 
insurance careers but is particularly 
useful in connection with the agent’s 
career because of the well-known dif- 
ficulty of finding enough suitable re- 
cruits. In the past there has been a 
tendency to regard the life insurance 
“low man on the social 


agent as 
prestige totem pole,” as LIAMA re- 
cently phrased it. While LIAMA 


noted that there is encouraging evi- 
dence that the agent is gaining pres- 
tige, there is a vitally important role 
for anything that will build up that 
prestige fast and effectively. The New 
York Life advertisement is helping to 
do that. 

The text of the advertisement, by 
President Clarence J. Myers, comments 
on the attention that is paid to select- 
ing agents, including the use of psy- 
chological tests to screen out those not 
likely to succeed. Mentioning the 
emphasis that is placed on training 
programs, he continues: “Actually a 
good agent’s training never stops. He 
strives, first, to become expert in fam- 
ily finance; then to extend his know- 
ledge into the field of ‘business in- 
surance.’ He becomes interested in 
tax law and estate planning. He may 
need to work closely with lawyers, 
accountants and trust officers. Nat- 
urally, a college education is increas- 
ingly useful and important to the 
would-be agent. 

“Yet neither an education nor tech- 
nical knowledge is a guarantee of 
success, for the agent’s personality is 
important also. He needs a warm 
heart, as well as a good head. He 
must like to listen to other people’s 
problems, share their dreams and in- 
still in them a feeling of confidence 
in the future—and in himself. And 
along with everything else, he must 
prefer self-employment to a payroll 
job, for his compensation will depend 
on his sales and service to his clients, 
for which he alone is_ responsible. 
This takes discipline and self-assur- 
ance. 

“Yet those who are exhilarated by 
independence will like the career. 
Furthermore, the agent can rise as 
fast as his sales abilities permit, 
without waiting for a promotion. 
Agents can pass the $10,000 mark 


faster than any other life insurance 
careerists; many do so within five 
years and keep going up.” 

If the past is an accurate guide to 
the future, New York Life will have 
requests for many thousands of the 
advertisement reprints, for of the 33 
previous advertisements in the series 
it has sent out more than 20 million 
reprints to parents, career guidance 
counsellors and to young people them- 
selves. In fact, so evident did it be- 
come that the real audience was the 
young people themselves that in rec- 
ognition of this New York Life changed 
the titles in the reprints from “Should 
Your Child Be a. ”’ to “Should 
You Be a .’ and adjusted the 
wording of the text to suit. 

As part of its career information 
service, New York Life has sent gratis 
to schools and_ public _ libraries 
throughout the country a 200-page 
reference work, “Guide to Career In- 
formation,’ which is a_ bibliography 
of recent occupational literature. It 
lists more than 800 books and pamp- 
lets devoted to current job informa- 
tion. These are grouped under 52 oc- 
cupational categories. A brief resume, 
including price, number of pages, and 
where the material may be obtained 
follows each listing. 

In addition to reprints of the career 
advertisements, there is a _ general 
booklet, “The Cost of Four Years at 
College,” which lists a representative 
group of colleges and the costs of 
attending.—R.B.M. 


Stocks 


Whipple & Co. 


By H. W. Cornelius, Bacon, 
January 6, 1959 


135 S. LaSalle St., Chicago, 







Bid Asked 
I TIED secintciindnsatindinnsiinsierieintintinaes 241 246 
Beneficial Standard. ..................008 17% 18% 
Business Men’s Assurance ........... 393% 41% 
Cal.-Western States .......ccccccce 110 115 
Columbian National .............:.0++ 229 233 
Commonwealth Life... 27 28 
Connecticut General .... 360 366 
Continental Assurance 168 172 
Franklin Life ...............0 82 84 
Great Southern Life ................... 85 90 


Gulf Life 2442 25% 





















Jefferson Standard  ..........csee 881 91%2 
Kansas City Life ......... 1580 1620 
Liberty National Life 48 50 
Life & Casualty ........ 22 23 
8 OE. PO a ticicchicnsecktstrctseees 53 56 
Lincoln National Life .................. 253 258 
National L.&A. ............. 120 124 
North American, Il. 194% 20% 
w. National Life ... 96 Bid 
Ohio State Life .. 280 320 
Old Line Life ................. 55 60 
Republic Wational Life 65 Bid 
Southland Life ............. 130 138 
Southwestern Life ...............s0 138 143 
Travelers 9542 97 
United, Ill. 50 52 
U.S. Life 4542 47 
Washington Natl. Ins. ................. 57 62 
Wisconsin National Life 70 72 








Announces Convention Sites 

General American Life will hold its 
President’s Club convention at Hotel 
del Coronado on the Coronado penin- 
sula, Cal., in 1960 and at the Ameri- 
cana Hotel, Miami Beach, in 1961. The 
1959 site has been previously an- 
nounced as the Broadmoor Hotel, 
Colorado Springs. 


Personals 


President Byron K. Elliott, left, of 
John Hancock, receives kangaroo pin, 





symbol of the Greater Boston United 
Fund, whose campaign to raise money 
for 1960 activities he will head as 
chairman. Doing the pinning is Joseph 
P. Spang Jr., United Fund president. 


S. Rains Wallace, LIAMA director 
of research, will leave for Europe by 
plane Jan. 19 as a member of a team 
sent by the Council for International 
Progress in Management. He _ will 
spend two weeks in Belgrade and two 
weeks in Zagreb. The council is sup- 
ported by various foundations and the 
State department. 


Frederick H. Ecker, honorary chair- 
man of Metropolitan Life, was recent- 
ly honored by being tapped by the 
symbolic Lafayette baton and enrolled 
in the National Lafayette Honor List 
in ceremonies in the board room at 
the home office. 





Convention Dates 


Jan. 29-30, Life Underwriters Assn. of Canada, 
annual, King Edward Hotel, Toronto. 

Feb. 16-18, Health Insurance Assn., group i:- 
surance forum, Biltmore Hotel, New York. 
Feb. 20-21, New York State Assn. of Life Un- 
derwriters, general agents and managers 
meeting. Gideon Putnam Hotel, Saratoga. 
March 5-6, Institute of Home Office Under- 
writers, midyear executive committee meet- 

ing, St. Francis Hotel, San Francisco. 

March 15-20, National Assn. of Life Underwrit- 
ers, mid-year, Leamington Hotel, Minnea- 
polis. 

March 16-18, LIAMA, agency management con- 
ference, Edgewater Beach Hotel, Chicago. 

March 18-20, National Insurance Assn., mi7- 
year, home office Universal Life, Memphis. 

March 19-20, Society of Actuaries, eastern 
meeting, Commodore Hotel, New York. 

April 2-3, Society of Actuaries, regional, Sher- 
aton Fontanelle Hotel, Omaha. 

April 13-15, LOMA automation forum, Drake 
Hotel, Chicago. 

April 20-22, LIAMA, A&S meeting, Edgewater 
Beach Hotel, Chicago. 

May 4-6, Health Insurance Assn., annual, 
Bellevue-Stratford Hotel, Philadelphia. 

May 6-8, LIAMA, combination companies con- 
ference, Roosevelt Hotel, New York. 

May 10-13, LIAMA, agency officers round ta- 
ble, The Homestead, Hot Springs, Va. 

May 15, Illinois Assn. of Life  ~ _aaaecea 
annual, Hotel Leland, Springfield 

May 17-20, Insurance Accounting ond Statis- 
tical Assn., annual, Ambassador Hotel, At- 
lantic City. 

May 25-26, Assn. of Life Insurance Counsel, 
annual, The Greenbrier, White Sulphur 
Springs, W. Va. 

June 3, Fraternal Actuarial Assn., 
meeting, Atlanta Biltmore, Atlanta. 

June 4-5, Society of Actuaries, regional, Atlan- 
ta Biltmore Hotel, Atlanta. 

June 8-12, NAIC, annual, Statler Hotel, Boston. 

June 11-12, Society of Actuaries, western meet- 
ing, Fairmont and Mark Hopkins Hotels, 
San Francisco. 

June 11-13, ALC medical section, The Home- 
stead, Hot Springs, Va. 

June 14-17, International Assn. of A&H Under- 
writers, annual, French  Lick-Sheraton, 
French Lick, Ind. 

June 15-26, ALC life officers investment sem- 

inar, Beloit College, Beloit, Wis. 


spring 
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Louis H. Martin, Vice-President. 
Leslie A. Meek, Secretary. 


420 E. Fourth St., Cincinnati 2, Ohio. 
Telephone PArkway 1-2140. 


SALES OFFICES 
ATLANTA 3, GA.—432 Hurt Bldg., Tel. 
Murray 8-1634. Fred Baker, Southeastern 
Manager. 


BOSTON 10, MASS.—80 Federal St., Rm. 
342, Tel. Liberty 2-9229. Roy H. Lang, 
Southern New England Manager and Dana 
L. Davis, Northern New England Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., 


Tel. Wabash 2-2704. A. J. Wheeler, Chicago 
Manager. R. J. Wieghaus and William *D. 


O’Connell, Resident Managers. 


CINCINNATI 2, OHIO—420 E. Fourth St., 
Tel. Parkway 1-2140. Chas. P. Woods, Sales 
Director. George C. Roeding, Associate 
Manager. Roy Rosenquist, Statistician. 


CLEVELAND 14, OHIO—1367 E. 6th St., 
Lincoln Bldg., Rm. 208, CH 1-3396. Paul 
Blesi, Resident Manager. 


DALLAS 1, TEXAS—309 Employers Insur- 
ance Bldg., Tel. Riverside 7-1127. Alfred E. 
Cadis, Southwestern Manager. 


DENVER 2, COLO.—234 Commonwealth 
Bidg., Tel. Amherst 6-2725. J. Robert Ebel- 
hardt, Rocky Mountain Manager. 


DES MOINES 9, IOWA—327 Insurance Ex- 
change Bldg., Tel. Atlantic 2-5966. D. J. 
Stevenson, Resident Manager. 


DETROIT 26, MICH.—613 Lafayette Bldg., 
Tel. Woodward 5-2305. William J. Gessing, 
Manager for Indiana and Michigan. 


INDIANAPOLIS 20, IND.—5634 N. Rural 
St., Tel. Clifford 3-2276. William J. Gessing, 
Manager for Indiana and Michigan. 


MINNEAPOLIS 2, MINN.—1038 Northwest- 
ern Bank Bldg., Tel. Federal 2-5417. How- 
ard J. Meyer, Northwestern Manager. 


NEW YORK 38, N. Y.—17 John St., Room 
1401, Tel. Beekman 3-3958. J. T. Curtin and 
Clarence W. Hammel, New York Managers. 


NEWARK 2, N. J.—10 Commerce Ct., Tel. 
Market 3-7019. John F. McCormick, Resi- 
dent Manager. 


PHILADELPHIA 9, PA.—123 S. Broad St., 
Room 1027, Tel. Pennypacker 5-3706. Robert 
I. Zoll, Middle Atlantic Manager. 


ST. LOUIS 2, MO.—221 Pierce Bidg., Tel. 
Chestnut 1-1634. Geo. E. Wohlgemuth, Resi- 
dent Manager. 


SAN FRANCISCO 4, CAL.—582 Market St., 
Tel. Exbrook 2-3054. Robert L. McMullen. 
Pacific Coast Manager. 


CHANGE OF ADDRESS 


Be sure to enclose mailing wrapper with 
new address. Allow three weeks for comple- 
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fice, 420 E. Fourth St., Cincinnati 3, Ohio. 
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(CONTINUED 


retaliation, they have not gone all out 
* to meet this problem.” 
* He said he believes the convention 


examination procedure is a good sys- 


\tem. It prevents duplication of ex- 
amination efforts. Without it costs 
\ would soar. But the system needs 
* constant study and change. 

Getting no reports of examination 


‘abuses from industry or commission- 


ers, Humphreys assigned a crack staff 
investigator to work directly under 
him to study and report on convention 
personnel currently engaged in ex- 
amining Massachusetts companies. 
- Most departmental or independently 
- engaged examiners have proved highly 
‘competent and earn the compensation 


) paid them, he said. 


However, exploitation of the ex- 
amination procedure for purposes of 
political patronage has grown. “We 
have reached the point where almost 
every convention examination team 
has at least one suspected or proven 
interstate moocher aboard posing as 
an examiner,” he declared. 

Commissioners “cannot afford to 
support this breed of parasites any 
longer,” Humphreys stated. “They are 
chiseling money out of companies that 
properly belongs to the policyholders, 
arrogantly loafing on the job and 
demoralizing competent state and in- 
dependent personnel engaged in ex- 
amination work. Why should a com- 
petent examiner of my state or your 
state have to cover up for the failures 
or incompetence of one of this minor- 
ity? If they are not restrained they 
can soon become a majority and in 


7 some instances have been a majority. 
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Examinations Abused, Humphreys Charges 


FROM PAGE 1) 


“Why should a company or its 
policyholders have to pay all costs to 
return a man from convention examin- 
ation to his distant home state in order 
that he can vote? Haven’t these per- 
‘sons ever heard of absentee ballots? 
Why should an examiner and his wife 
take two weeks to travel by automobile 
to and from his home state with the 
enormous expense involved because 
he prefers to ride in an automobile 
and expects the insurance companies 
and the public to pay his exorbitant 
fees? 


Follow-The-Sun Requests 


“The abuse of incompetency is bad 
enough,” he went on. “But abuses 
indulged in by competents? My in- 
vestigator’s report shows that at this 
very moment there are two allegedly 
highly competent out-of-state exa- 
miners on a convention examination 
in Massachusetts who decided that 
inasmuch as winter has come to New 
England, they want to examine a 
company agency in southern Califor- 
nia, even though all records have been 
made available to them in the Massa- 
chusetts home office. Our chief ex- 
aminer on the job has refused to 
allow this follow-the-sun request and 
my report shows these two have 
apparently conspired with the _ re- 
maining convention examiners, except- 
ing one conscientious examiner, to 
sabotage the convention examination. 
The leaders of this revolt are throwing 
their weight around and sulking like 
a couple of children, abusing company 
officers and help alike, and making a 
general nuisance of themselves, in- 
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-BALANCED COMPANY 


... Executive Special—30 Payment Life 


$20,000 minimum. Especially designed 
for Personal Estate and Business Insur- 
ance Plans. Term Riders may be added. 
Disability Benefits, both Waiver and 


... Lower Rates for Women 


3-year set-back in age on four major 
Fidelity minimum amount policies. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 


PHILADELPHIA, PENNSYLVANIA 





stead of acting like the examiners 
they claim to be.” 

Another examiner, he said, report- 
edly has lost his license to drive’ an 
automobile in his home state. Yet it is 
alleged he drove across the country 
without a license to Massachusetts 
and asked officials of the company 
under examination to get him a 
Massachusetts license. The implica- 
tions are very plain. If he doesn’t get 
a driver’s license what kind of an 
examination job can he do on the 
company? 

How long will commissioners toler- 
ate such shennanigans, he asked. “We 
all know that countless. chiseling 
abuses of this type have gone on in 
all states in the past and will continue 
to go on as long as we allow it. The 
time has come to act decisively.” Hence 
the proposed bill, which is, he declared, 
“designed to stamp out these white 
collar racketeering practices.” 

The legislation will not prevent a 
commissioner from sending to another 
state an examiner of his staff at any 
time. However, unless prior approval 
is obtained for expense payments, it 
will be expected that his department 


iS 


Group Buys Pierce Of 
L.A. For $7 Million 


Pierce Ins. Co. of North Hollywood, 
Cal., and its subsidiaries have been 
purchased for more than $7 million by 
a group headed by Joe L. Allbritton, 
Houston attorney. 

Mr. Allbritton has become chairman 
and Ralph H. Head, remains president. 

Pierce, which does business in 14 
states, was organized as a mutual 
benefit assessment association in 1929, 
and at the end of 1957 had $59,741,997 
life insurance in force. 

Insurance Service Agency of Du- 
luth, Minn., has established a life and 
group A&S department headed by 
Joseph F. Quinn, who previously was 
a special agent with Prudential. 





will bear the cost of salary and such 
other costs as traveling expense as are 
necessary. 

Humphreys most strongly urged that 
in the light of the current conditions, 
“we should act now or as soon as 
possible, or we shall have to explain 
why we did not act later.” 









Isn't Double 


“Double Disability.” 


smaller face amount. 








’ “Double Disability” 


Generally, 1% of face amount is allowed for disability in- 
come riders in Life policies. But Occidental broke that 
pattern with what our field force enthusiastically calls 


Double Disability allows an income up to 2% of face value 
—just double the usual amount—with a $500 limit. This 
gives your clients more income on a proportionately 


We go further. We'll even add Double Disability to level 
Term. If the Term policyholder becomes permanently 
disabled, we (1) waive the premium; (2) pay a monthly 
income of $20 per thousand; (3) change the policy to 
Ordinary Life at the end of that term; (4) continue to 
pay income plus waiving the increased premium; and 
(5) pay full face amount at death. 


When we say “Double Disability” we really mean it. 


We pay Lifetime Renewals...they last as long as you do! 


Talk 


il 
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American United Life 
James R. Cuddy has been named 
manager of the new _ southeastern 


Indiana agency of the company. He 
entered the business in 1954 as an 
agent and became regional supervisor 
for American United Life in 1956. 

William R. Knutson has been named 
agency manager at Munster, Ind. He 











he has 


has been in life insurance since 1951 
with American United. 


Prudential 


Francis J. McKeghney, has_ been 


appointed head of the Tioga district 
office at Philadelphia, succeeding An- 
thony Del Prete, recently transferred 
League 


to the Island district. Mr. 





at his 
fingertips 


MUTUALZ LIFE 


The John Hancock representative carries a broad variety of modern merchandise 
in his portfolio. It is modern life insurance protection— Family policies, Business 
life insurance, Personal Health insurance, Annuities, as well as a wide range of 
up-to-date Group plans and all regular forms of life policies. With his training 
and knowledge, and these policies, he is prepared to serve his clients’ needs as 
they arise. And with the prestige of the John Hancock behind him, he is also 
able to close more sales for consistently larger amounts of needed insurance. 





Moncock, 


BOSTON, MASSACHUSETTS 


INSURANCE COMPANY 


McKeghney joined Prudential in 1949, 
became manager in 1954 and training 
consultant in the Philadelphia region 
in 1957. He is a CLU. 


Massachusetts Mutual 


David B. Mullen has been appointed 
district manager at Wauwatosa, Wis. 
He has been in the life field since 
1953. 


United States Life 


Appointed general agents are Nich- 
olas J. Esposito, Bohemia, N.Y.; Wil- 
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lism R. Monroe, Columbus, and the 
Sullivan, Burns agency, Fresno. Mr. 
Esposito has been with Prudential at. 
Patchogue, N.Y. Mr. Monroe has been 
in the life field for seven years. 
Wiiliam Carpenter is life manager of 
the Sullivan, Burns. agency. 


Lincoln National Life 


George B. Dea-. 
son has joined his 
father, Leslie C, 
Deacon, as co-gen- 
eral agent at Han- | 
nibal, Mo., for Lin- 
coln National. He 
has been in insur- 
ance since 1949. 


the Lanham-Gif- 
ford agency of 
Baltimore has re-— 
tired, and R. Hugh ~ 
Gifford now is sole 
general agent. Mr. Lanham formed the — 
agency in 1939 and has been in insur- © 
ance for 40 years. Mr. Gifford joined 
the company and the agency in 1946, 
and became co-general agent in 1957. 


Midland Mutual Life 


Hanford Berg- 
man has retired as 
general agent at 
Toledo, and Fred 
R. Edwards, asso- 
ciate general 
agent, will succeed 
him. Mr. Bergman 
has been with 
Midland Mutual 
for 41 years, the 
past 33 as general 
agent. Mr. Ed- 
wards has been 
with the agency at 
Toledo since 1946. 





Georg? B. Dra:o: 





Fred R. Edwards 


Kansas City Life 


Eiward L. Duplantier has_ been 
appcinted general agent fcr  south- 
eastern Louisiana with offices at New 
Orleans. He joined Kansas City Life 
in 1952 as associate general agent of 
the Dussouy agency of New Orleans. 


UNITED AMERICAN LIFE has 
appointed Thomas V. Lloyd of Phila- 
de'phia state manager of Pennsy!vania. 


Christian Elected Head Of 
Middle Atlantic Actuaries 


DeLos H. Christian, 2nd vice-presi- 
dent and associate actuary of Life of 
Virginia, has been elected president of 
Middle Atlantic Actuarial Cluo at its 
fall meeting in Baltimore. He succeeds 
Samuel C. Tatum, vice-president and 
actuary of Jefferson Standard. 

Others elected were Robert C. Bailey, 
vice-president and actuary of Equit- 
able Life of Washington, D. C., vice- 
president, and Helen R. Gibson, man- 
ager of the actuarial department of 
Monumental Life, reelected secretary- 
treasurer. 





Increases Dividend Scale 
Bankers Life of Iowa has increased 
its dividend scale, effective Jan. 1. In 
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addition to the normal increase in 
dividend peyments which will result 
from com >any growth, the new scale 
will increzse by approximately 10% 
the dividend payments on ordinary 
policies in 1959 over what would have 
been paid under the previous scale. 
The interest rate will be 3.4% on 
policy proceeds left at interest with 


the comvany and 3.6% on dividends 


left at interest. 
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Illinois Mutual L.&C. 


George R. Pow- 
ers, special repre- 
sentat.ve of the 
agency depart- 
ment, has _ been 
named superinten- 
dent of agencies. 
He will coordinate 
the sales activities 
cf Illinois Mutual’s 
regional superin- 
tendents and gen- 


sd 





jJacob, assistant actuary, a fellow of 
jInstitute of Actuaries of Great Britain 





eral agents in 14 


George R. Powers states. 


Guardian Life 


Charles H. Edwards, underwriting 
secretary, who has been with Guard- 
ian since 1932, becomes vice-president 
and underwriting secretary. 

Price H. Topping, who joined the 
company in 1933 and has been associ- 
ate general counsel since 1947, has 
been made vice-president and associ- 
ate general counsel. 

Peter M. Tompa, who joined Guard- 
ian in 1942 on arriving from Hungary, 


Charles H. Edwards Price H. Topping 


becomes actuary. He has been associ- 
ate actuary since 1954. He is a fellow 
of Society of Actuaries. 

Edward C. Zeiger, also named 
actuary, joined Guardian in 1936 and 
has been associate actuary since 
1954. He is a fellow of the Society. 

Given officer status are William J. 
Burrell, assistant counsel, a New York 
department attorney before joining 
Guardian in 1956; Eugene F. Dorfman, 
assistant actuary, who has been re- 
sponsible for all actuarial work in 
connection with A&S and who is a 
flow of Society of Actuaries; Albert 


and an associate of Society of Actuar- 
ies, who was in the consulting actuar- 
ial field before joining Guardian last 
year; Thomas J. Kelly, assistant 
actuary, an associate of the society 
ad responsible for group actuarial 
work, and Raymond O’Day, assistant 
secretary, a past vice-president of the 
New York City A&H Club. 


Travelers 


George H. Shackelford, superinten- 
dent of agencies, has been named 
td vice-president, life, A&S agency 
dartment, and James C. Smith, 
stretary of the life underwriting 
department, becomes 2nd _ vice-presi- 
dnt in charge of that department. 
Mr. Shackelford joined Travelers at 





Richmond in 1946. He was named 
‘sistant manager there in 1949 and 
Manager at Rochester, N. Y., in 1952. 
h1953 he became manager at Hous- 
t and in 1956 transferred to the 
e office as assistant superinten- 
t of agencies. 
Mr. Smith joined the company at 
ineeton in 1941, later becoming 
“sistant manager at Trenton. In 1953 
was named manager at Erie, Pa., 
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Home Office Changes 


and in 1955 he transferred to the 
home cffice as assistant superinten- 
dent, salary allotment sales, life, A&S 
agency department. He was named 
director of training and special serv- 
ices of the department in 1956. 


Guarantee Mutual 


J. D. Anderson has been named 
executive vice-president. He jcined 
Guarantee Mutual five years ago after 
operating as an agent, general agent 
and company executive in Oklahoma 
for 16 years. He is a member of the 
board and has been agency vice- 
president. 


Union Mutua: 

Paul R. Hoffhous, home office re- 
gional field supervisor, western divi- 
sion since 1957, has been promoted to 
supervisor of agencies. He joined 
Union Mutual as regional field super- 
visor in Missouri in 1953 and before 
that was assistant manager of Western 
& Southern Life. 


Provident Mutual 


William E. 
Bradfield has been 
advanced from ad- 
ministrative assist- 
ant to. assistant 
manager of the 
group department; 
W. Stanley Austin 
and George A. Fo- 
ley have been 
elected actuarial 
assistants; Leonard 
H. McCandless has 
been named assist- 
ant financial sec- 
retary and Vernon H. Neff becomes 
agency assistant. 


Woodmen Of The World 


The company has created a mort- 
gage loan department and has ap- 
pointed Douglas G. Alford manager. 
The department will be under the 
supervision of investment analyst 
John Futcher. 

Mr. Alford formerly worked as a 
real estate appraiser for a large com- 





William E. Bradfield 
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Northwestern Mutual Life 


James W. Erdevig has been ap- 
pointed assistant manager of mortgage 
services. 

He joined Northwestern Mutual! in 
1951 as a loan representative with the 
Chicago mortgage loan regional office, 
and in 1954, he went to the home 
office as a_ specialist in residence 
mortgages. 


GLEANER LIFE SOCIETY has 
appointed Richard E. Henne secretary 
to replace William Hayward, and 
Howard K. Scott becomes assistant 
secretary. Mr. Henne has been and 
will continue to serve as field super- 
intendent and actuary, and Mr. Scott, 
previously chief accountant, will also 
serve as office manager. 


SOUTHWEST AMERICAN LIFE | 
has appointed Harold L. Pickett direc- 
tor of agencies. 





The Robert R. Guon agency of 
Prudence Life of Clayton, Mo., has 
moved to the Carondelet building on 
Carondelet avenue. 









mercial life insurance company. 





h The 
B facts 
remain... 





Every show that appears as part of Prudential’s award-winning 
television series, THE TWENTIETH CENTURY, is based upon facts— 
historical, documented facts. But once each show is over—it doesn’t 
stop there—the facts remain. They remain as part of Prudential’s 
continuing education program. They appear in print in Prudential’s 
teaching aids, used by thousands of teachers in thousands of 
classrooms throughout America. These facts are recorded on film 
and become a part of Prudential’s film-lending program. The films 
are available to schools, colleges, churches and club groups. This 
Prudential service is molded from a twentieth century concept ... to 
keep the public informed. And this effort is the basis for Prudential’s 
education program. 
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1909-1959 


HALF CENTURY... Of Serving a 
Great People in a Great Section 
of Our Nation 


During all these years, hundreds of thousands of families and 
individuals of the Southwest have reaped the reward of financial 
security through millions of dollars of Great Southern benefits 
received by living policyowners and beneficiaries. 


The Great Southern provides men and women the opportunity 
to acquire financial independence in accordance with their ability 
and desire to do so—a basic concept of American freedom and 
the dignity of man. 





GREAT SOUTHERN 


Life Insurance Company 


Founded 1909 





Houston. Texas 


Home Office 











... and dandy qroup uswrance coverage, too! 


Life and Casualty offers to 
brokers a complete line of group 
coverages, including Major 
Medical, Creditor Group Life, 
Bantam Group for the smaller 
cases, and all the other usual 
group coverages. 





Reproduced through the courtesy 





















Why not drop a line to our 
Group Insurance Director for 
full information or 
for a proposal on 
your next case. 





of Box Cords, Inc. 


Life Insurance in Force 
Over $1,500,000,000. 


Health Care Coverage Continues To Expand — 
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(CONTINUED FROM PAGE 6) 


of health coverage, the institute said. 

While health insurance recorded 
consistent growth and development 
over the last two decades, the in- 
stitute noted, 1958 stands out stong- 
er than other years because of the 
advancement in so many different 
areas by all health insurance organi- 
zations. 

Substantial progress was made last 
year in providing sound programs for 
persons over age 65 through em- 
ployer-sponsored group plans as well 
as individual health policies, the in- 
stitute said. Health coverage for 
elderly retired persons is rapidly be- 
coming as prevalent as it is for the 
employed population, as shown by the 
fact that the growth of coverage for 
the aged population has in large 
measure come about in the last five 
years. 


More Permanent Coverage 


“The institute said that gains in cov- 
erage also were noted for individual 
and family policyholders, employes 
of small business firms and for people 
living in rural areas. Also noted was 
a definite trend among health in- 
surance companies to develop cover- 
ages that are of a more permanent 
nature, as greater experience is gained 
with this relatively new form of pro- 
tection. 

The institute estimated that the to- 
tal amount of benefits paid by insur- 
ance companies, alone, through the 
end of 1958 rose to an unprecedented 
$2.6 billion, an increase of more than 
10% over 1957. 

Growth in the number of persons 
covered by insurance companies con- 
tinued on most levels. Reports from 
the 700 companies writing health 
coverage in the U. S. showed that 
the number of persons covered for 
major medical expenses climbed from 


















13.3. million to 16.5 million, an in- 
crease of nearly 25%. 

Another increase was shown in 
regular medical expense coverage 
where the number of persons covered 
grew by an estimated 500,000 over 
the 1957 figure of 33.2 million. The 
number of persons covered for surgic- 
al expenses, the institute noted, re- 
mained constant at 67.5 million. ) 

Of the estimated 121 million per. — 


Ee 





hades 


sons protected by all insuring organ-— 


izations against hospital 


expenses, © 


some 70.1 million were covered under — 
insurance company policies. Some 32 


million employed persons were cov- 
ered for loss of income. 


Government Study 


The institute also pointed out that 
a 1958 study by the Department of 
Health, Education & Welfare revealed 
progress in providing persons over 6) — 


with health coverage and showed that © 
the number of older persons with © 


health insurance was growing at a 


much faster rate than the senior — 
citizen population itself. : 
The government report disclosed © 


that the number of Americans age 65 
and over increased by 13% from 
March 1952 to September 1956, while 
the number of senior citizens covered 
by health insurance went up 56%. 
The institute estimated that 40% of 
the persons in this age category now 
have health insurance. 





Progress In Rural Areas 


Progress also was reported in the 
rural areas of the nation, where the 
farmer was found to be repidly catch- 
ing up to the city dweller in the 
amount of money he spends on health 
coverage. Government figures during 
the year show that farm families in 
1941 spent an average of $15 a person 
for medical care, less than half the 
$32 spent for members of urban 
families. By 1955, the _ individual 
spending level for farmers was $63, 
or nearly 80% of the estimated $81 
paid out by city people. 

An institute consumer survey re- 
vealed that two out of every five 
American families with health insur- 
ance have used their coverage in the 
past year to help defray medical ex- 
penses. The survey also showed that 
seven out of 10 families who have 
health insurance have used it at 
some time during the period when 
their policies were in force. 4 


ALC President : Sees Good 


Year For Life Insurance 


(CONTINUED FROM PAGE 7) 
among companies. Medical coverage 


for beneficiaries of social security, es- 
pecially introduction of benefits pay-— 
able “in kind” instead of in dollars) 
with the consequent unpredictability” 
of their costs, threatens a terrific in-_ 
crease in payroll charges and perhaps 

even solvency of the whole plan. As 

for competition between companies, — 
he urged that this can be kept on a 

high plane, befitting the position of 

responsibility and integrity which the- 
industry has attained: 

“We should enjoy a very favorable 
business atmosphere during the next 
12 months with high levels of 
industrial activity, consumer purchas- 
ing power and corporation profits. 
There is every reason for being confi- 
dent that 1959 will be a good year 
for our business-—even a great year if 
we can successfully solve the prob- 
lems with which we are faced,” he} 
declared. 
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Public Still Likes Fixed-Dollar Savings 


(CONTINUED FROM PAGE 1) 
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even wonder whether our story is 
really being told for all its worth, let 
alone heard. Indeed, some of our 
associates in the business evidently 
take such a pessimistic view of their 
own investment organization that they 
advocate buying life insurance for the 
purpose of borrowing on the policy to 
puy shares in a mutual fund. That is 
not merely weak selling. It is selling 
in reverse.” 


Is Excellent Investment 


He told the Northwestern Mutual 
agents that their company had de- 
signed its permanent life insurance 
not only to meet the problems of life, 
but also to be an excellent investment. 
The company’s assets are more diver- 
sified, better protected against loss, 
produce a higher rate of return than 
can be obtained by any but the most 
fortunate individual, he said. 

Common stocks are naturally a 
popular form of investment today 
because when the market is high the 
public is hypnotized by the price rise 
that has taken place and hope the 
gains will continue. Very few of them, 
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however, buy when prices are reason- 
able. Even the professionals have their 
failures in selecting stock and it is no 
field for an amateur, he cautioned. 

“I believe we should forcibly point 
out that the cash value of life insur- 
ance represents the fixed income—the 
bond and mortgage section of a well- 
structured investment porgram. It 
will form a solid foundation for an 
over-all program.” 

Mr. Slichter said that the minimum 
deposit plan is one area in which 
some companies are definitely not 
aiding and persuading people to save 
through a sane life insurance program. 
“Zeal for growth by home office and 
field, plus the activity of the more 
self-interested salesmen, has in some 
places given great impetus to debt 
selling—plastering policies with IOUs 
to the last penny of cash value almost 
before the ink is dry on the applica- 
tion. It’s glib selling and it does our 
industry no good,” he said, adding that 
the whole question involves misrepre- 
sentation, discrimination, false sales 
incentives and twisting. He said that 
Northwestern Mutual has always op- 
posed the bank loan plan except under 
the most carefully controlled use, and 
it has discouraged the agents who 
wanted to major in the gimmick sales, 
the ‘something for nothing’ tax avoid- 
ance transaction.” 


Lists Inflationary Forces 


Mr. Slichter devoted many of his 
remarks to inflation and the forces at 
work that push prices upward, and 
he mentioned several. Immense but 
necessary federal expenditures for 
defense are non-productive in the 
sense of contributing to the growing 
standard of living and tend to lift 
prices. Wasteful government expendi- 
tures are being made to support the 
prices of certain agricultural commodi- 
ties. This program, he said, is purely 
political and takes into account neither 
economics nor what the U.S. con- 
sumer really needs or wants. Extrava- 
gant governmental expenditures for 
questionably needed services and fa- 
cilities add burdens to taxpayers. 
Excessive bargaining and economic 
power in the hands of some labor 
groups has resulted in the wage rates 
in a number of industries moving up 
much faster than production. 


Begets Inflation 


Inflation psychology begets infla- 
tion, he declared, and some people 
stress every indication that inflation 
may be on the increase, discounting 
every suggestion that this is not or 
need not be the case. There is little 
real evidence that either businessmen 
or consumers are hoarding goods. 
People talk about new highs in con- 
sumer prices but say little about some 
of the significant changes that have 
taken place in the index which is made 
up of some 300 items. Many service 
items have increased. For example, 
cost of hospital care has moved to the 
top of the list, (but the chance of 
coming out of the hospital cured have 
also increased, so superior, more 
costly care is worth the money.) On 
the other hand, television sets, re- 
frigerators, vacuum cleaners are from 
10% to 20% below in cost from five 
years ago.” 

Mr. Slichter said that the general 
public—the average consumer—must 
become concerned and take action to 
eliminate some of the powerful forces 
that work on consumer prices. This 
problem, he said, can be solved by an 
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TAKE THE WORD OF A PROFESSIONAL 


TYRE H. RIMES, PRESIDENT 
SOUTHERN COLONIAL 
LIFE INSURANCE COMPANY 


We believe Membership in 


THE FOUNDATION GROUP 
will help us in 1959 to 


Triple our Business 
Prospects are good and our management 


team is unhampered by home office detail. 
thanks to THE FOUNDATION GROUP. 





THE FOUNDATION GROUP saves its 


members millions of dollars yearly. 


Here, through one efficiently run, well-organized office, is 
handled all detail work. Your time and effort can be left 
unhampered to concentrate on building sales. Let THE 
FOUNDATION GROUP do the chores for you: process 


applications, issue policies, mail premium notices, audit and 


Ga 


pay bills, handle premium and general accounting. : 


Qualify now for membership! Write to 


THE FOUNDATION 
GROUP 


Box 321, Northside Station Atlanta 5, Georgia gan 
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aroused public. More people are giving 


this matter their attention, he re- Simplicity Called Key 
ported, adding, “I believe action will To Sales Presentation 


Sow.” Keep the sales presentation simpl 
° : ’ eC: 
Reviewing Northwestern Mutual’s ies ths altles of Llama & el 


results during the past year, Mr. i : i 
Slichter revealed that despite the chem, vice-president and director of 
business downturn, the company’s agencies for Capitol Life of Denver, in 


his talk at a recent luncheon meeting 
of Colorado Springs Assn. of Life Un- 
derwriters. 

No one, least of all the client, is 
impressed with linguistic obfuscation, 
Mr. Meachem said. The simpler the 


sales were the second highest in its 
history—$730 million, down only 2%. 
He said that insurance in force now 
exceeds $9.3 billion, and he praised 
the agents for the 5% gain in force 


they had produced in 1958 while 
maintaining a high level of persis- terms, the more understandable the 


seni idea. _Friendship is based on under- 
AE a eee ee ee standing. When people understand each 
: ‘+ neh vine other, friendship naturally follows. It’s 


t h : : ‘ 
he: comld «mot: see: how the same with insurance: if the pros- 


matched in 1959. 

Qver-all investment return before 
federal taxes reached 4% last year, 
the best rate since 1934. In the past 
10 years it has improved by over 30%. 

Commenting on the federal govern- 
ment’s desire to raise income taxes, 
Mr. Slichter said the industry is al- 
ready a substantial taxpayer, North- 
western Mutual having paid about 5% 
of its premium income in taxes. “No 
one argues that the industry should be 
exempt from taxation; on the other i : 
hand, since our source of income— ®e they selling security and peace of 
savings—has already been previously mind, pd just * gimmick? “You can't 
taxed at least once before it is turned PUild sincerity into something |, When 
over to us, it is neither fair to the there is mone to begin with,” Mr. 
individual nor in the interest of the Meachem said. 
entire country to penalize thrift and Referring to those agents who com- 
sweep away hard won savings by plain that their company makes them 
heavy taxes. learn a canned sales talk, Mr. Mea- 

“The problem is unusual and com- chem asked those present to remember 
plex and it cannot be equitably solved that great pianists have to learn scales 


by the mere application of the corpora- >°fore they can play music, and mem- 


tion income tax formula,” he declared. 012° that music before they con im- 
a provise. The canned sales talk is mere- 


ly the assimilation of pertinent ideas 
Utah, Colo. Insurers Merge : put into concise and logical arrange- 
Ideal National of Salt Lake City has pont. After these ideas are thoroughly 
assumed ownership and operation of learned, the agent is in a position to 
Great Eastern Mutual Life of Denver. work pt his own presentation, Mr 
Ideal National now has more than $14 ygeachem said : i 
million of life insurance in force and ‘ ‘ 
is entered in Utah, Colorado and New 
Mexico. 


Mr. Meachem stated. 


speaker said, and noted certain inter- 
views he had heard which sounded as 
though the agent in question should 


carnival. This is a poor approach to a 
matter as serious as the entire future 
security of an individual. Agents like 
this do occasionally sell a case, but 
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SELLING! 


It takes less time—less effort to lead your 
prospects to a “close” with National 
Casualty’s top-notch sales aids. 

Yes, National meets today’s demands with 
modern sales methods as well as the 
finest Disability Income, Hospital and 
Surgical coverages for the Individual, 
Family, Franchise or True Group case. 


Guaranteed Renewable Policies Available! 


Establish and build your own Direct Agency—highly 
attractive agency appointments in select territories 
now available. Write today for full particulars — 
Address: Accident & Health Div., National Casualty 
Company, Detroit 26, Michigan. 


REMEMBER—JIT'S EASIEST TO SELL THE BEST! 


ance and pension reserves rose $2 
billion during the third quarter of 
1958, a gain of $200 million over the 
second quarter, but $200 million less 
than the third quarter of 1957, accord- 
ing to Securities & Exchange Com- 
mission. 

“Equity in insurance reserves has 
declined moderately reflecting to some 


reserve requirements,’ SEC noted. 
SEC also said, “Government insur- 
ance and pension reserves increased 
$200 million in the third quarter as 
compared to an increase of $700 mil- 
lion in the preceding quarter. The 
lower saving reflects the continued 
rise in old age benefits and unemploy- 


what less than in the preceding quar- 
ter, rernzined high.” 


Form New Life Insurer 
At Springfield, Ill. 


Champion Life of Springfield, IIl., 
has been granted its certificate of 
authority by Director Joseph S. Ger- 
ber. The initial stock issue was for 
$500,000, with the shares being sold 
exclusively to residents of Illinois. 





open: " 


Meyer, 
founder, internal organization is on 
the way to completion and the com- 
pany expects to begin writing business 
during January of 1959. 


pect understands it, he will like it, 


“People are smarter than we some- i 
times give them credit for being,” the © 


have been running a shell game at a _ 


extent a trend on the part of purchas- | 
ers toward policies carrying lower © 


ment benefits which, although some- — 


According to President Harold A. | 
who is also the company’s | 
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across to the buyer the big load of 
debt he is buying, and that if he can’t 
continue to carry it he probably will 
have no choice but to drop the cover- 
age. 

Also glossed over is the fact that the 
attractiveness of the plan vanishes if 
the buyer’s income drops substantially 
below the level on which the program 
is predicated. Even the buyer’s present 
financial status is sometimes disre- 
garded. Mr. Sackman told of an agent 
who doesn’t ask the prospect if he has 
enough money to pay the first ‘“mini- 
mum deposit” but only if he has 





e some- © 
ng,” the © 
n inter- 
inded as 


enough credit to be able to borrow it. 

The so-called fifth dividend option 
is often used to purchase term insur- 
ance to cover the increased loan each 
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year, so the face amount remains 
constant. But the agent may fail to 
point out that at some point in the 
future the cost of the term coverage 
jumps sharply so its cost exceeds the 
dividend and the total face amount 
starts to decline. Asked if companies 
might not offset this by letting the 
insured pay the difference in cash, 
Mr. Sackman observed that _ this 
would result in still further selection 
against the company than the sub- 
stantial degree of anti-selection the 
department foresees from the opera- 
tion of the plan. 


Loading Sometimes Concealed 
Another thing that agents may fail 


to point out to the prospect is a special 
loading. Many companies, though not 





‘range- 
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all, add a loading of about 30 cents 
per $1,000 to cover the possibility of 
higher than normal lapses, even 
though the minimum size of policies 
having the high early cash value 
feature is usually associated with 
lower rates, on the cheaper-by-the- 
dozen principle. 

Asked how many policyholders are 
affected, Mr. Wikler said he didn’t 
know but both the numbers of policies 
and amounts sold are increasing “very 
rapidly.” In some agencies, Mr. Sack- 
man added, more than 50% of the 
business sold is minimum deposit. 

Asked whether cutting first-year 
commissions, as some companies have 
done and others are doing, would do 
any good, Mr. Sackman said he thought 
not, unless renewals were also cut, 
because the reductions in first-year 
commissions that are offset by in- 
creased renewals have little effect on 
the sale of the plan. 


Sees High Lapses Later 


Mr. Sackman reiterated the pre- 
viously expressed concern of the de- 
partment at high lapse rates under 
minimum deposit plans. With some 
companies it is running double the 
normal lapse rate. But even for com- 
panies where it is no worse than 
average, it is bound to be worse in 
later years as people find themselves 
paying more money for less coverage 
or if any of the different variables in 
the picture begin to work against the 
economical outlay that caused the 
buyer to take the plan. 

The cost picture may be altered by 
such things as a lower dividend scale, 
lower income, change in the tax rate, 
denial of the interest deduction on 
such policies, or economic conditions 
affecting the buyer’s income. The plan 
is designed for a special set of condi- 
tions, any of which may change, and 
Temove its attractiveness, Mr. Sack- 
man pointed out. 

At the same time, both Mr. Wikler 
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Minimum Deposit Curbs Given Six Weeks 


(CONTINUED FROM PAGE 1) 


and Mr. Sackman were quick to con- 
cede that there are many situations 
in which the high early cash value 
policy is appropriate. Mr. Wikler said 
he believes the policy has a place in 
the agent’s portfolio. Mr. Sackman 
cited the situation of a corporation 
buying key-man insurance and want- 
ing credit on its balance sheet for the 
maximum cash value yet the same 
policy would not be suitable as person- 
al insurance for a man earning $10,000 
a year. 

Because so many of the complaints 
about minimum deposit have involved 
twisted policies, Mr. Wikler was asked 
whether the department might be 
considering proceeding against twist- 
ers even when the “victim” would not 
cooperate, as the Minnesota depart- 
ment announced it would. Both Mr. 
Wikler and Mr. Sackman were inclined 
to discount the value of such a strate- 
gem because concrete evidence is 
needed, and usually the aggrieved 
agent is only surmising what hap- 
pened. Because of this, there have 
been few complaints about twisting. 


Lifetime Comparisons 


Asked about the New York law’s 
requirement that where replacement 
is involved a comparison of the old 
and new insurance must be carried 
out to the prospect’s life expectancy 
in order not to be deemed “incom- 
plete” and hence illegal, Mr. Wikler 
said that the department has been 


Elected Directors Of 
Equitable Society 


Walter L. Cisler, Augustus C. Long 
and Stanley F. Teele have been elected 
directors of Equitable Society. 

Mr. Cisler, president and director of 
Detroit Edison Co., has been execu- 
tive secretary of the Atomic Energy 





Commission’s industrial advisory 
group. 
Mr. Long is chairman and chief 


executive officer of the Texas Co. He 
is also a director of the Federal Re- 
serve Bank of New York. 

Mr. Teele, dean of Harvard business 
school, is also a director of General 
Foods Corp., Allegheny Ludlum Steel 
and S. H. Kress & Co. 


Minn. Blue Cross To Cut 
Claim Payments To 97% 


In an effort to build up its financial 
reserves, Minnesota Hospital Service 
Association (Blue Cross) will pay 
generally only 97% of claims to mem- 
ber hospitals. Heretofore it has paid 
100%. There are 175 hospitals served 
by Blue Cross in the state. 

Blue Cross officials said the ar- 
rangement was “a check and balance” 
between non-profit organizations and 
would have no effect on subscribers 
to the Blue Cross plan. 

“This new payment formula will go 
a long way to stabilize the reserve 
structure of Minnesota Blue Cross,” 
said President Richard T. Crist. “Such 
a move is necessary in view of the 
increasing costs and frequency of use 
of care by Blue Cross members and 
their families.” 

He said adequate reserves are nec- 
essary, just as in a bank or insurance 
company. It will take a year before 
Blue Cross can build a reserve position 
satisfactory to the trustees. Routine 
physical examinations and purely di- 
agnostic studies are excluded from 
coverage in another move to cut costs. 


considering 20-year comparisons ade- 
quate, even though of course these 
would not cover the life expectancy 
of the older buyers. Apparently failure 
to insist on life expectancy compari- 
sons is due in large measure to the 
futility of complaining against twist- 
ers with the result that the question 
of the length of time covered by a 
comparison has come to be fairly 
academic. 

Under the law as it stands, the 
department can move against an agent 
who fails to make a life expectancy 
comparison in a twist. While saying 
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that the department had not made up 


its mind on any of the _ possible 
remedial steps, Mr. Wikler did not 
rule out the possibility that one such 
step might be to insist on life ex- 
pectancy comparisons, because it is 
often about the 20th year or later that 
the cost of the new insurance begins 
to look staggeringly expensive. 

“If the applicant were aware of the 
possibilities, he might not be so willing 
to take the policy,” Mr. Sackman 
observed. 

One of the possibilities discussed at 
the conference with the agents was 
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that the question about whether the 
proposed insurance was to replace any 
other insurance would be moved from 
the back of the application to the 
front, where it would be among the 
declarations signed by the policyhold- 
er. However, the agent could still talk 
a good many buyers out of answering 
it truthfully, if he wanted to, it was 
pointed out. 

It was notable that the department 
people did not seem disposed to regard 
any segment of the business—agents, 
managers, home offices, or the depart- 
ment itself—as entirely blameless in 
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the entire matter of minimum de- 


posit abuses. 


Department Responsibility 


As for the department’s responsibil- 
ity, Mr. Sackman observed that it is 
within the department’s power to 
force removal of the high early cash 
value policy from the market. He 
indicated a belief that a lot of the 
business will lapse, that there is 
selection against the company, and 
that the policyholders who lapse will 
be hurt by having to do so. 

Mr. Sackman asked the group why 
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GROUP SALES OPPORTUNITIES 

The rapid expansion of the Group Division of a national New England 
located life insurance company creates opening for several experienced 
Group Representatives. Assignment available in a number of major 
cities across the country. Here is an excellent future with a fine advance- 
ment, income, and benefit advantages. Compensation by salary and 
bonus. All replies confidential. Write Box No. D-87, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








A Message to Insurance 
Agents or Agencies 
Controlling Business 

Of Installment Consumer 

Credit Institutions 

For a permanent insurance market and maximum 

commissions on credit life, accident and health 

and physical damage (comprehensive, fire, theft 
and collision) get full details of the Resolute 

Insurance Companies’ Plan. 

Learn how to complete facilities of these com- 
panies, specifically organized to write the spe- 
cialized physical damage and credit life, acci- 
dent and health insurance emanating from con- 
sumer credit institutions can help you. 

Write today to E. K. Scribner, President, 
Resolute Insurance Companies, Resolute Building, 
Hartford 2, Connecticut. 


Resolute Insurance Company 
Resolute Credit Life Insurance Company 











ACTUARY WANTED 


for responsible position on Actuarial staff of a 
large, expanding, mid-western Life Insurance 
Company, long active in all phases of Ordinary, 
Group and Individual Accident and Sickness 
‘nsurance. If not a Fellow in the Actuarial So- 
ciety, he must be at least an Associate, actively 
pursuing the Fellowship examinations. Experience 
in the Ordinary Branch of a Life insurance com- 
pany preferred. Excellent opportunity for ad- 
vancement and broadening of experience. Fully 
modern Home Office building with plersant 
work surroundings, liberal pension and welfare 
plans, personnel and salary policies. Reply Box 
D-83, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








UNDERWRITER A&S 


The Allstate Insurance Co. now has an open- 
ing in its Philadelphia Regional Office for a 
man with at least 5 years experience in A & S 
Underwriting on a Branch or Home Office level. 


We desire a man with experience in Individual 
Risks and a wide latitude for Risk selection. 
We offer a wide range benefit program, includ- 
ing our famous profit sharing plan, and the 
opportunity to advance on individual merits. 


Salary commensurate with experience. Please 
write full particulars or call: H. Wenner, Allstate 
Insurance Co., 35 S. 9th St., Philadelphia 7, Pa. 

WaAlnut 2-7424 








SPECIAL POLICY 
SALESMEN & 
DISTRICT MGRS. 


Territory open in Tennessee and some other 
Southeastern states for Special Policy sales- 
men and area managers. If you have expe- 
rience in selling unusual policies, you can 
earn a five-figure and better income. Give 
experience and data about yourself in your 
first letter. All replies confidential. Address: 
Advertiser Box D-93, c/o National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 








AVAILABLE 
Thirty years experience in Life Company, execu- 
tive, middle age, desires position offering re- 
sponsibilities and opportunities. Background 
includes Accounting, Personnel and Planning with 
administrative contact all phases medium-size 
ordinary Company. Salary secondary considera- 
tion. Reply Box D-88, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, III. 








EXCEPTIONAL OPPORTUNITY 
For qualified man to head new life 
insurance affiliate. Several million 
dollars in controlled business. Salary 
with profit participation. Must be a 
capable ‘administrator of proven 
ability. Send complete résumé with 
picture. Replies absolutely confiden- 
tial. 

David W. Thomas, President 
Delta Insurance Companies 
Box 2871 
Baton Rouge 1, Louisiana 











TO LEADING LIFE COMPANY MANAGE- 
MENT PLANNING TO ENTER PROPERTY 
CASUALTY FIELD. Start right and GET 
TOP MAN to do the groundwork. Write 
Box D-90, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 











FIRE-CASUALTY TOP MAN 
Let me organize, manage and build your 
fire-auto company. Age 40, CPCU, 20 
years experience, aggressive executive, un- 
derwriting, sales, reinsurance. Will relo- 
cate. Box D-95, c/o National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 








it was that the old line stock life 
insurance companies didn’t seem to be 
going minimum deposit. One man 
responded that it’s because the stock 
companies are out to make money 
but that mutual companies are out for 
volume as a way of reflecting credit 
on the executives involved. 

Mr. Sackman wondered whether 
agents tell their prospects that where 
there is a loading in the high early 
cash value policy to cover heavier 
lapses a lower net-cost policy can be 
had in the same company, the regular 
ordinary life contract. 


Canada Lite Plans 
To Mutvalize 


Directors of Canada Life have 
adopted a special by-law for the pur- 
pose of converting the company into 
a mutual. If the by-law is confirmed 
at a special general meeting March 31 
and then sanctioned by the treasury 
board at Ottawa, Canada Life will be 
prepared to purchase all shares offered 
for a single cash payment of $220 
(Canadian) per share. In the past 
several weeks, Canada Life stock has 
moved from about $180 to the range 
of $204-212. 

A letter outlining the proposal will 
be sent to stockholders and policy- 
holders in the near future. 

The announcement of the adoption 
of the by-law states that the directors 
have considered the question of mu- 
tualization carefully and believe it to 
be in the interest of both the policy- 
holders and the stockholders, and that 
the price of $220 is a fair and equi- 
table one. 


Dawson Boosts Special 


Taxation For Mutuals 


(CONTINUED FROM PAGE 4) 
mutual policyholders, who hold near- 
ly two-thirds of the life insurance in 
force in the United States. 

“If that is what they are actually 
going to do in the end, the public 
should be so informed now,” he de- 
clared. Mr. Dawson contended that 
mutual companies have no “under- 
writing profits’ because unneeded 
premiums are returned as an adjust- 
ment of the cost of their insurance. 


Time To Make Distinction 


Now that Congress is trying to form- 
ulate a permanent life insurance tax 
policy, it should take into considera- 
tion the difference between mutual 
and stock life companies and between 
policyholders and _ stockholders and 
should also recognize the necessity for 
taxing all mutual savings institutions 
on a non-discriminatory basis. 

“It should also take into considera- 
tion,” he added, “that excessive and 
discriminatory taxation of the life in- 
surance segment of such institutions 
could irrevocably impair the savings 
process they provide and its essential 
service to the economy. It could also 
impair the highly important social 
function life insurance performs in en- 
couraging the protection of the family 
on the basis of individual responsibil- 
ity and individual effort.” 

Life Companies Host To Teachers 

At last week’s Chicago convention 
of American Assn. of University 
Teachers of Insurance, the following 
companies sponsored the Sunday 


evening banquet: All American L.&C., 
Continental Assurance, Country Life, 
Old Republic, Prudential, and Wash- 
ington National. 


January 10, 1953 


Great-West Life 
Restyles Its A&S 
Policy Portfolios 


(CONTINUED FROM PAGE 4) 
three basic plans: Lifetime accident 
with 24 or 60 months sickness, and 
an accident only policy. Basic benefits 
follow the same principle as _ those 
applied to the “Maximum Protection” 
series. 

Both series have a retroactive waiv- 
er of premium benefit, effective after 
99 days of continuous disability. Prem- 
iums will be waived during the “total 
disability” period. House confinement 


is not required for income benefits in | 
Each series contains a 
liberal “recurrent disability” provision. — 


either series. 

In the U.S. the guaranteed renew- 
able “Dollar Guard” medical expense 
series comprises lifetime hospital and 
surgical plans and a major medical 
plan. The plans are governed by 





— 


deductibles from $25 to $100. Benefits — 
include daily hospital benefit payable ~ 


for 365 days for each confinement up 
to age 65, and 31 days thereafter; a 
blanket surgery benefit; a miscellan- 


eous hospital expense benefit; and a — 


single-sum maternity benefit. 


Available To Families, Individuals 


Major medical is also available to 
both families and individuals and is 
guaranteed renewable. The plan _ is 
governed by a $500 deductible and the 
maximum benefit for each accident or 
sickness is $7,500 for each _ person. 
Eligible medical expenses include hos- 
pital room and board charges up to 
$25 a day; hospital charges for medical 
service and supplies; physicians, sur- 
geons, registered nurses fees; diagnos- 
tic X-ray and laboratory fees; pre- 
scribed drugs and other necessary 
medical services, supplies, and equip- 
ment. 


142 Managers To Attend 
Mutual Of New York's 
Annual Business Meeting 


The emphasis will be on quality 
business and persistency when man- 
agers of 142 Mutual of New York 
agencies meet at the Hollywood Beach 
hotel, Hollywood, Fla., Jan. 12-16, to 
discuss plans for improving § and 


broadening Mutual’s line of life and — 


A&S coverage. 
Featured speakers at the annual 
business conference will be Harry S. 


Hull Jr., manager at Pittsburgh, and — 
Joseph N. Latiano, agent at Ellwood | 


City, Pa., who is Mutual’s current 


“man of the year,” an award given | 
each year for outstanding professional 


activity and community service. 


Insurance City Life Offers 
15,750 Common Shares 


The directors of Insurance City Life 
have authorized issuance of 15,750 ad- 
ditional shares of common stock. The 
company is offering to holders of its 
capital stock the right to subscribe for 
shares of capital stock offered at the 
rate of one additional share for each 
two shares held of record on Nov. 28. 
The subscription price will be $17.50 
per share. 


United Life & Accident staged an 
open house for the dedication of its 
new $250,000 addition to the home 
office. Participating in the ceremony 
were Donald Knowlton, New Hamp- 
shire commissioner, and Douglas B. 
Whiting, president of United. 
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Cancel Policies Of 
Amarillo Insurer; 


Harrison Criticized 
AUSTIN—In compliance with a 
district court order, a state liquidator 
has cancelled $3,222,000 in industrial 
life policies held by Estate Life of 
Amarillo at the same time that the 
senate general investigating committee 
released its report criticizing Commis- 
sioner Harrison for permitting assump- 
tion of the policies from the defunct 
Physicians Life & Accident of Dallas. 
The cancellation, which became 


' effective Dec. 31, will affect more than 


11,000 policyholders, most of them 
elderly, that had been accumulated in 
earlier reinsurance and merger deals. 

The industrial policies were part of 
a transaction under which Estate 
Life assumed $11,500,000 in business 
from Physicians L.&A. The senate 
committee, after extended hearings, 
declared the assumption was made 
without any transfer of assets and was 
mainly responsible for sending Estate 
Life into receivership. 

The committee blamed Mr. Harri- 
son, saying that ‘diligence in the 
enforcement of existing insurance 
laws would have prevented the con- 
summation of this transaction.” At the 
time of the hearings, Mr. Harrison 
contended that ability to assume the 
business was an exclusive determina- 
tion of company management, and 
furthermore that his approval was 
based on a financial statement that 
had been filed without a required 
certificate as to its accuracy. 

Two months ago Southwestern Life 
reinsured about $4,500,000 in ordinary 
policies held by Estate Life. 


Panel Is Featured At 
Planning Meeting Of 


Los Angeles Managers 


The annual planning meeting of Los 
Angeles Life Insurance Managers 
Assn. featured a panel discussion in 
which members described the plans 
they used for successful performances 
and told how they would vary their 
plans to better their record in 1959. 

Moderator of the panel, Lloyd Lafot, 
New York Life, elaborated on the four 
fundamentals of planning, namely 
(1) analyze the past performance, (2) 
spell out program on paper, (3) de- 
termine specific ways and means, and 
(4) check up and follow through. He 
also outlined the specifics employed 
by him and his staff in building one 
of the most successful agencies in the 
country. 

G. Sydney Barton, Penn Mutual, 
spoke specifically about his produc- 
tion plans for building his agency to 
$20 million in 1959. In addition, he 
outlined the methods he uses in the 
financial planning for agency expenses 
and supervisor incentive program. 
George W. Kenney Jr., Fidelity Mu- 
tual, told of his plans for 1959. His 
agency stresses the necessity of sell- 
ing over 100 lives per year and uses 
the LIMA booklet “Looking Ahead” 
as the principal work organizer. He 
also told of his spot programming 
technique and the use of “Equity 
Builder” account books to demonstrate 
os future value of business done to- 
ay. 

The wind-up speaker was Walter G. 
Gastil, Connecticut General, and pres- 
ently chairman of GAMC whose re- 
marks were both challenging and stim- 
ulating. After reviewing some of the 
Plans he uses, he specified the three 
areas of most importance to the man- 
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ager—people, processes, profits. He 
alsc spoke of the mony similarities 
in the present trends to condition in 
1929 and the subsequent difficulties 
of the early 1930s. Mr. Gastil closed 
his remarks by stressing the impor- 
tance of the work of the manager—to 
recruit, train, and motivate; not to 
abdicate, delegate or relegate this im- 
portant job to somebody else. 


Blackford To Review 
Blue Cross Rate Hikes 


LANSING—Frank Blackford, new 
Michigan commissioner has promised 
a review of new rates, established by 
Michigan Hospital Service (Blue 
Cross). 

The rates and methods of paying 
participating hospitals came under 
heavy fire during the week from 
several quarters. The Wayne county 
(Detroit) board of auditors launched 
a general inquiry into the recent 
1814% rate increase, promising to 
compare the Michigan set-up with 
that of similar hospital services in 
other states. 

Four Grand Rapids hospitals pro- 
tested the new so-called “ceiling pay- 
ment” plan instituted by the service 
and threatened to withdraw from the 
Blue Cross program. 

In view of the developments, 
Commissioner Blackford indicated that 
an inquiry at the state level seemed 
appropriate although admitting that 
“IT don’t know whether any action is 
possible or called for.’”’ He said that 
“everyone seems to be unhappy—the 
hospitals, subscribers and the Blue 
Cross’’. 


Two Life Companies 


Set Merger In Miss. 


Stockholders of American Liberty 
Life and Columbus National, both 
of Jackson, Miss., voted Dec. 18 to 
merge the latter company into Ameri- 
can Liberty with T. B. Harrison as 
president. 

American Liberty Life issues all the 
usual forms of ordinary, as well as 
credit life, and A&S. Beginning to 
write business in June of 1956, the 
company’s in-force figures at the end 
of 1958 are expected to approximate 
$25 million. Assets total more than 
$1% million. 


Northwestern Mutual Has 


Record Fourth Quarter 


Fourth quarter 1958 sales of $194,- 
160,000 for Northwestern Mutual Life 
were more than 3% above fourth 
quarter 1957 sales and set an all-time 
high for the period. December sales of 
$75,852,000 were the highest for that 
month and the second highest for any 
single month in the company’s history. 
Fourth quarter sales brought North- 
western Mutual’s total 1958 sales to 
$729,626,000, within 2.5% of the record 
set in 1957. 


Indiana HO Underwriters Hold 


First Meeting Of Year Jan. 16 

The first meeting of 1959 for Indiana 
Home Office Underwriters Assn. will 
be held Jan. 14 in Indianapolis. The 
program will be a panel discussion of 
A&S underwriting presented by J. Ed- 
ward Coletto, Jefferson National Life, 
moderator; Del Benbos, American In- 
come Life, and Edward Eppich, Hoo- 
sier Casualty. 


Occidental of Raleigh has been licen- 
sed to do business in Maryland. 


Metropolitan Life V-P 
On Coast Sues S. F. 
Mayor For Slander 


Henry E. North, vice-president of 
Metropolitan Life in charge of Pacific 
coast operations, on Dec. 31 filed a 
suit for $1,300,000 against Mayor 
George Christopher: of San Francisco, 
charging slander. 

The suit is the result of a feud 
started when Mayor Christopher took 
offense at actions of the San Francisco 
county grand jury which completed 
its term Dec. 31 and of which Mr. 
North was foreman. 

Mayor Christopher called Mr. North 
“drunken and incoherent,” “fixable,” 
and “not qualified to investigate any- 
thing.” 

Mr. North and Mayor Christopher 
clashed when the grand jury an- 
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nounced that it was going to investi- 
gate the action of the city in adopting 
a $15 million project for building a 
new park to accommodate its new 
major league baseball team. When 
this investigation was announced, the 
mayor attacked the idea, making Mr. 
North the target and ‘charging that 
Mr. North had precipitated the inves- 
tigation “to discredit my administra- 
tion.” 


An all-time record production of 
individual business was reported by 
Business Men’s Assurance in its No- 


vember “Grant Month” sales cam- 
paign. New individual business was 
21.6% ahead of the previous high 


record established in the same month 
in 1957, and direct ordinary life issued 
was 20.2% higher than last November’s 
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BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 





NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 














DONALD F. CAMPBELL 
Consulting Actuary 


188 W. Randolph St. Chicago 1, Ill. 
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CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 
Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, Ill. 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver los Angeles 








Lenard E. Goodfarb, F.S.A. 
Consulting Actuary 


Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 








E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 


Bourse Building 
Phila. 6, Penna. 


Consulting Actuaries 


Accountants 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 


2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 








RINTYE, STRIBLING 
& ASSOCIATES 


Ach 2, ' 
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Pension Consultants 


William-Oliver Bldg. 
SAckson 3-7771 


Atlanta 








Sia SSibieen & rie 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N.Y. 











CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone CEntral 6-1288 











Harry S. Tressel & Associates 
Consulting Actuaries 


Harry S. Tressel, M.C.A. 

Alan K. Peterson, A.S.A. E. J. Pilsudski 

D. W. Sneed Wm. P. Kelly 
FRanklin 2-4020 








Milliman & Robertson, Inc. 


Consulting Actuaries 
914 Second Ave. 400 Montgomery St. 
Seattle 4, Wash. San Francisco 4, Calif. 
210 W. Seventh St. 
Los Angeles 14, Calif. 








Wolfe, Corcoran and Linder 
Consulting Actuaries 
Insurance Accountants 


Employee Benefit Plan Consultants 
116 John Street New York 38, N. Y. 

















BEHIND 
THE NYLIC 
AGENT... 












A continuous 
training program 

to keep advancing 
his career! 


The day a person decides to join New York Life, his training begins. Through 
regular classes, homework and individual conferences, he covers all the specially 
written Nylic texts which constitute the three-part Nylic Training Course. 


Part One covers insurance fundamentals and basic Nylic selling techniques . . . 
then goes on to single-need selling, merchandising insurance, selling through 
service, multiple-need and total-need selling, expanding markets, and marketing 
mass coverages. Part Two covers program selling through planned security. 
Part Three covers business insurance topics such as: reaching the businessman; 
solving sole proprietor, partnership, corporation and key man problems; 

estate conservation; selling the estate owner; and tax procedures and guides. 


Career conferences, advanced underwriting seminars, work shops and club meetings continue this 
training to keep increasing the agent’s know-how—and advancing his career. Also, the Nylic 
Agent who desires to enroll in C.L.U. study courses receives the full assistance of the Company. 


This continuous training, combined with his enthusiasm and ability, helps explain why the 
Nylic Agent is so successful—and why New York Life policies are so widely accepted. 





Thorough career 
trainin is THE NEW YORK LIFE AGENT 
g IN YOUR COMMUNITY gpge 


another reason why... IS A GOOD MAN TO KNOW 





New York Life 


Insurance ‘ Company 


51 Madison Avenue, New York 10, N.Y. 
A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance « Group Insurance « Annuities 
Accident & Sickness Insurance « Pension Plans 
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